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17 reasons 


why New England Mutual policies 


are among the nation's "best sellers" 


4 FIRST-YEAR DIVIDEND. 

It’s not contingent upon payment 
of second premium. May be taken 
in cash or applied against first 
quarterly premium of szcond year. 


3. EARLY CASH VALUES. 

Many policies have first-year 

cash values. Income contracts, issued 
at older ages, have cash values 

as early as three months after issue. 


1. WIDE VARIETY 

of contracts available to meet 
any personal, business or pension 
need from age 0 to 70. 





4. LIBERAL CHANGE PRIVILEGE. 
Conversion to higher premium plan 
requires only the payment of 
differences in reserves. Conversion 
to lower premium plan guaranteed 
if insurable. 








5. LIBERAL REINSTATEMENT. 
Within 7 years after lapse— 

and without medical examination 
within 31 days after usual 
31-day grace period. 


6. AUTOMATIC PREMIUM LOAN 
provision available upon written 
request of insured. 





7. AUTOMATIC PAYMENT, 

by accumulated dividends, 

of premiums unpaid at end of 
grace period. 





8. PROMPT CLAIM PAYMENT— 
and 2% interest paid on 
proceeds from date of death to 
date of payment. 


9. FLEXIBLE SETTLEMENT AGREEMENTS 
written, including right to leave 
proceeds at interest, with full 

or partial withdrawal rights. 

Six options included in contract. 


10. ALL INCOME CPTICNS 

available on surrender whenever 
$1000 has been accumulated in cash 
values and dividend deposits. 





11. LIFE ANNUITY OPTIONS 

include cash refund and many other 
single life options, plus joint 

and two-thirds survivorship. 


12. PROOF OF DEATH 
requirement simplest in 
the business. 


13. DOUBLE INDEMNITY 
coverage to age 70—not voided 
by any disability claim. 





14. CONVERTIBLE TERM— 

five- and ten-year term 
renewable for successive periods 
without examination. 


15: UNPAID PREMIUM BALANCE 
not deducted at death. 





16. LOWEST INTEREST CHARGE 
in the business for quarterly and 
semi-annual premium payments. 





17. STRONG FINANCIAL POSITION 
of company, and an outstanding 
record of earnings reinforcing its 
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Four Decades 
of Progress 
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~ s== INSURANCE IN FORCE --------- ASSETS ----- BENEFITS TO POLICYOWNERS 


statements and revivals) 
2. $539,000,000 of insurance in force 
3. Assets of $130,000,000 — Surplus, $8,500,000 
4. Benefits paid to Policyowners and Beneficiaries — $123,570,000 
5. Complete mutualization 


building 


Aer s the Keasou 


WE HAVE: A. A WELL-TRAINED SALES ORGANIZATION 
B. ARMED WITH EXCELLENT SALES TOOLS and 


HIGHLY COMPETITIVE SALES MERCHANDISE 
C. A LIBERAL COMPENSATION PLAN ... INCLUDES 


1. Free Hospitalization 3. A Non-Contributory 


Pension Plan 
4. Disability Benefits 


2. Group Insurance up 
to $6,000 


The progress of Pan-American Life Insurance Company is measured by 
the ability and success of its agency organization 


For Information, Address: 
CHARLES J. MESMAN 
Superintendent of Agencies 


CRAWFORD H. ELLIS 
President 


y 


EDWARD G. SIMMONS 
Executive Vice-President PA N A M F R | C A N 
KENNETH D. HAMER 
Vice-President & Agency Director 


LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 











$25,000,000 ra OR 
ae me 
Sa egeoe™ 
$10,000,000 — aa 
wai 
Crrtinana 
1912 1923 1932 1942 To Date 


1. An all time high in new sales, $116,000,000 in 1951 (includes rein- 


6. The completion and occupancy of our new $3,000,000 home office 





U.S. LIFE... 


a better life to live! 


When you are outside the city, here are five simple rule 
recommended by leading authorities for protection of 
our beautiful fields and forests: 


Break your match . . . every time. 

Crush your cigarette .. . every time. 

Drown your campfire . . . every time. 

Don’t throw cigarettes from cars. 

If you burn brush, check beforehand 
with your local ranger or fire warden. 


These 5 rules help to make U.S. Life... 
a Better Life to Live. 


x wk * 


Agents and brokers will find the United States Life portfolio of 
Group Insurance plans most complete. 

You may count upon the fullest cooperation from United States 
Life specialists . . . experienced in every aspect of insurance 
service which will help the agent and the broker. 





United States Life 
INSURANCE COMPANY 


IN THE CITY of NEW YORK 





84 WILLIAM ST., NEW YORK 38, N.Y. 
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for Data on Expense, 
Jax Distribution 


Seeks Methods for 
Allotting Between 
Insurance, Investments 


NEW YORK — The New York de- 
partment has sent out a questionnaire 
to life companies to elicit information on 
distribution of expenses and taxes be- 
tween insurance and investment opera- 
tions and the distribution of insurance 
expenses and taxes and certain other 
items by major lines of business. The 
department has requested that the ques- 
tionnaires be completed and returned to 
it by Dec. 8. | apy 
This questionnaire is a sequel to one 
sent out Aug. 22 on classification of 
expenses in the annual statement. 
Purpose of the latest questionnaire is 
to determine the principles and methods 
employed by companies in distributing 
expenses and taxes. The breakdown re- 
quested in connection with insurance 


operations covers industrial, ordinary, 
group, and individual A. & H. 


Asks for Factual Description 


The latest questionnaire will involve 
considerably more work to fill out and 
interpret than the first one, for verbal 
descriptions are asked for to an extent 
not found in the earlier request. Com- 
panies are asked to furnish a separate 
description and explanation of the allo- 
cation principles and methods for each 
of the 40 statement items listed. 

These include expense of investiga- 
tion and settlement of policy claims; net 


‘investment income on premium notes, 


policy loans and liens; net investment 
income on all other assets; net capital 
gains; net capital losses; commissions 
on premiums and annuity considera- 
tions; rent; salaries and wages; insured 
benefit plans for employes; same for 
agents; uninsured benefit plans for em- 
ployes; same for agents; other em- 
ploye welfare; other agent welfare; le- 
gal fees and expenses; medical exami- 
nation fees; inspection report fees; trav- 
eling expenses, advertising; postage, 
express, telegraph and telephone; print- 
ing and stationery; cost or depreciation 
of furniture and equipment; books and 
periodicals; bureau and association dues; 
iNsurance, except on real estate; miscel- 
laneous losses; collection and bank serv- 
ice charges; sundry general expenses; 
agency expense allowance; agents’ bal- 
ances charged off; agents’ balances re- 
covered; agency conferences other than 
local meetings; state insurance depart- 
ment licenses and fees; state taxes on 
premiums; other state taxes; social se- 
curity taxes; federal taxes: federal social 
security taxes; all other taxes. 


Not Detailed Mechanics 


Companies are not requested to supply 
detailed information on the mechanics of 
the various operations. But while this 
information is not sought the reply 
should be sufficiently detailed to enable 
Persons not familiar with the com- 
Pany’s system to gain a reasonably 
clear understanding of its principles and 
methods. 

If any method of allocation is used for 
More than one of the statement items 
listed, the company may, if it wishes, 
(CONTINUED ON PAGE 19) 





N.Y. Asks Companies Defense Dept. Chill 


haws on Insurance 
Selling Problem 


The Defense Department’s chilly at- 
titude on the matter of trying to work 
out with the insurance commissioners 
a mutually satisfactory code to govern 
the sale of life insurance on military 
bases at last seems to have been thawed. 

Anna Rosenberg, assistant secretary 
of defense, has it is reported, by letter 
invited Wade Martin of Louisiana, who 
is president of National Assn. of In- 
surance Commissioners, to send a com- 
mittee to Washington on the problem. 
That is the first time, it is believed, that 
the Defense Department has taken any- 
thing but a distant attitude in the pre- 
mise. The insurance commissioner com- 
mittee, especially when it was headed by 
Insurance Director Day of IIlinois, was 
caustic in its references to the Defense 
Department’s position. On two occa- 
sions there were pointed references to 
the practice of retired military officers 
becoming connected with insurers that 
specialize in soliciting men in uniform 
under circumstances that would not be 
permitted if these companies were re- 
quired to be licensed in the states in 
which the bases are located. 

The present Defense Department 
regulation is that a company and agent 
may solicit on a fully ceded base if the 
agent and the company is licensed in 
one state. 

The Defense Department, it is said, 
has been receiving an increasing num- 
ber of compaints and there appears to 
be a mellower tone. 


Letter Sent to Services 


A letter recently sent to all the serv- 
ices read in part: 

“Tt is believed to be of paramount 
importance that installation command- 
ers realize their responsibilities in this 
matter and that the commanders of in- 
stallations over which exclusive juris- 
diction has been ceded to the United 
States make reasonable efforts to in- 
sure that agents authorized to solicit, 
conduct themselves in an ethical manner 
and represent reputable and financially 
sound companies.” 

The department also requested the 
individual services to check their respec- 
tive post commanders for any recom- 
mendations they might have for changes 
in the directive. 


N. E. MUTUAL CHIEF 


Anderson Outlines 
3-Point Plan to 
Fight Inflation 


A three-point program to combat in- 
flation was advocated by O. Kelley 
Anderson, president of New England 
Mutual Life, before a group of leading 
Los Angeles business men and company 
representatives. : 

Mr. Anderson asked for a cut in non- 
defense expenditures, and as a corollary, 
100 cents’ worth of value for every dol- 
lar spent for defense; overhauling of 
the system of taxation, as taxes have 
reached the point where they are acting 
as an inflationary engine rather than 
a brake; a safeguarding of the federal 
reserve system from political influence. 

“The continued decline in the value 
of the dollar is of serious concern to 
insurance men and should be of grave 
concern to all the American people,” 
Mr. Anderson stated. The soft mon- 
etary system must be eliminated if in- 
flation must be stopped. “Whether in 
terms of the gold standard or not, we 





WANT GAFFNEY’S HIDE 


N. J. Commissioner 
Ouster Asked in 
Auto Rate Fight 


The ouster is being sought of Warren 
N. Gaffney as New Jersey banking and 
insurance commissioner by T. James 
Tumulty of Jersey City, former member 
of the New Jersey legislature, on the 
ground that Mr. Gaffney altered official 
documents relating to automobile lia- 
bility rate increase orders. Tumulty, who 
appears as representing George A. West, 
another Jersey City lawyer, contends 
that Mr. Gaffney has admitted alteration 
of public documents and that these are 
the kind of documents the alteration of 
which is prohibited as a high misde- 
meanor. At the same time Tumulty and 
West demand that Governor Driscoll 
direct the attorney general to start suit 
to recover in behalf of the state and for 
distribution to each and every insured 
motorist the money which the insurance 
companies have been collecting “illegally 
because of the lack of proper legal or- 
ders to give them the right to charge 
increased rates.” 

Tumulty and West contend that the 
increases that have been collected over 
the past two years are unauthorized and 
amount to about $24 million. 


Tumulty’s Wings Sprouting 


Late in September National Bureau of 
Casualty Underwriters conducted a 
hearing on the protest of Tumulty and 
West against the New Jersey rate in- 
creases. Tumulty recently announced 
he is entering the race for nomination as 
Democratic candidate for governor of 
New Jersey. He charged the new rates 
are excessive and that the commissioner 
should be required to hold a public hear- 
ing before approving increases. 

Tumulty and West declare that Mr. 
Gaffney admitted that he altered official 
documents on or about Sept. 9 of this 
year. Tumulty states that this alleged 
admission was in answer to Tumulty’s 
inquiry as to whether the documents had 
been tampered with. Tumulty said he 
concluded that this had been done after 
he employed a handwriting expert to 
examine them. Tumulty charges that 
Mr. Gaffney admitted back-dating 
memoranda of subordinates and adding 
written approvals in September of this 
year to these documents. Some went as 
far back as January, 1951, he said. 

Tumulty charges that no legal orders 
existed approving recent and past in- 
creases in rates and hence the increases 
are invalid and the money should be re- 
turned to the policyholders. 








Expect Decision in 
CIO's 213 Suit 
by Mid-November 


NEW YORK—Decision is expected 
in the CIO’s suit for a declaratory 
judgment on the New York expense 
limitation statute’s constitutionality by 
about the middle of November. 

At the oral arguments before Judge 
Gavegan in the supreme court here, 
John Hancock, with which the New 
York department is defending the case, 
submitted a short brief and asked per- 
mission to file a more _ extensive 
memorandum. It was given until Nov. 
5 to file this. 








must have the return of solid money 
if the dollar is to be preserved, and 
it must be preserved.” 


Merge Agency Forces 
of Lincoln National, 
Reliance Life Nov. 1 


Reliance to Expire at 
Year End, Pittsburgh 
to Be Regional Office 


The agency forces of Reliance Life 
of Pittsburgh and Lincoln National Life 
are being merged Nov. 1, preparatory to 
the complete merger of the companies 
at the year end when Reliance will go 
out of business as a company. It was 
purchased by Lincoln National about a 
year ago. 

The Reliance agency department is 


being transferred to Fort Wayne, from 
where the combined sales organization 
will be directed. Otherwise, the Reli- 
ance home office will be continued as 
a regional office of Lincoln National, 
known as the Reliance division. For- 
mer Reliance agents will continue to 
report all business to Pittsburgh, re- 
gardless of where they are located. 

For the rest of the year, the com- 
panies will operate separately. While 
year-end statements and tax returns will 
be separate, a consolidated statement 
will be prepared for distribution to pol- 
icyholders. Provided there are no un- 
usual delays in approval of Lincoln Na- 
tional policy forms, all Reliance policies 
will have been returned to the home 
office or settlement made with it before 
the end of the year. . 


Lamar, O’Connor in New Posts 


Two Reliance agency executives will 
become Lincoln National general agents 
the first of the year on retirement of 
two veteran Reliance managers. Glenn 
G. Lamar, agency vice-president, will 
become Alabama general agent at Bir- 
mingham, succeeding Norman S. Tom- 
linson. R. C. O’Connor, assistant vice- 
president, will take over as Baltimore 
general agent replacing Herman Savage. 
Edgar Hartley, manager of the Re- 
liance east Pennsylvania department, 
will join the Lincoln National agency 
department. In Philadelphia the Re- 
liance and Lincoln agencies will be com- 
bined. Joseph Troop, Minneapolis man- 
ager of Reliance, is retiring and the two 
agencies there will be combined into one 
Lincoln National agency. 


Reliance Men at Fort Wayne 


Several Reliance home office men have 
been at Fort Wayne for some time help- 
ing to arrange details. Among them are 
Norman Klages, Reliance advertising 
manager, who has been helping to con- 
vert Reliance sales material to Lincoln 
National contracts; Dr. Harry Cochran, 
and Edward Miller in the accident and 
sickness department. Jack E. Rawles, 
assistant superintendent of agents and 
director of training of Reliance, heads 
the agency department contingent going 
to Fort Wayne and will have charge of 
southeast agencies. 

New insurance written after Nov. 1 
will be on Lincoln National contracts, 
with Reliance policies being handled ex- 
actly as in the past. After Jan. 1, pre- 
mium notices, stationery, envelopes, etc., 
dealing with Reliance policies, will read 
“Reliance Division, Lincoln National 
Life.” Though there will be no change 
in the operation of Reliance offices, a 
Lincoln National cashier will be as- 

(CONTINUED ON PAGE 18) 
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SPEAKERS ANALYZE ILLS OF GENERAL AGENT 





Huebner, Woodson Sound Optimism, 
Alarm at Midwest Managers’ Rally 


Optimism because of a vast sales po- 
tential and alarm because of harmful 
trends that are affecting life insurance 
were voiced by two of the principal 
speakers at the Midwest Management 
Conference at French Lick, Ind. 

Dr. S. S. Huebner, president emeritus 
of the American College, said the busi- 
ness is only in its infancy, the total 
amount of in force being less than one- 
seventh of the human life value of the 
country. 

B. N. Woodson, managing director of 
National Assn. of Life Underwriters, 
warned that “all is not well in our gar- 
den, and there are seven trends in the 
business I view with grave concern.” 

The 134 registrants, some coming 
from as far as the east and west coasts, 
plus 25 or more wives, heard Dr. 
Huebner tell the opening dinner ses- 
sion that no other business has so little 
competition as life insurance, because 
nothing else can do the things life in- 
surance can. 

“Our potential market is hardly 
touched,” Dr. Huebner asserted. “The 
human life value of the country is five 
to seven times as great as all property 
values combined. We should be as care- 
ful with the management of life values 
as with property values, and the only 
way to do it is with life insurance.” 


Should Be “Time Insurance” 


Life insurance is the greatest single 
agency for thrift in the U. S., the 
speaker continued. It is the only way to 
solve the time element in a thrift pro- 
gram. “In fact,” he declared, “it ought 
never have been called ‘life insurance,’ 
but, instead, ‘time insurance.’ Life in- 
surance is more important in our econ- 
omy than all the property insurance put 
together and multiplied by two.” 

Dr. Huebner concluded by pointing to 
the loss of human life through prevent- 
able accidents and disease and called it 
a serious depletion of our life-value as- 
sets. He declared that he would like to 
spend his time after retirement lecturing 
on the need for life conservation. 

Both Dr. Huebner and Mr. Woodson, 
as closing summary speaker, paid high 
tribute to Paul Speicher, late president 
of R & R, “father” of the Midwest 
Management Conference, oldest of all 
association-sponsored management gath- 
erings, in whose honor this year’s ses- 
sion was named the “Paul Speicher 
Memorial Meeting.” 


Woodson Lists Seven Trends 


Mr. Woodson identified, without dis- 
cussion, the seven trends giving rise to 
concern as: 1) The growing threat in 
the mass distribution of life insurance. 
2) Mutual funds. 3) Decline in the 
number of policies sold. 4) The govern- 
ment in the insurance business. 5) The 
growing idea of general lines selling 
by life agents. 6) The decline in the 
proportion of disposable national income 
going into life insurance. 7)Labor re- 
lations in the business. 

Mr. Woodson concluded, however, 
that the saving grace is that “in the life 
insurance business, we share our ideas in 
conferences like these.” 

Studded with big-name field manage- 
ment men, the two-and-a-half-day pro- 
gram heard 13 speakers. Included were 
John A. Erskine, general agent, Mutual 
Benefit Life, Pittsburgh; James D. Dun- 
ning, assistant vice-president, New York 
Life; John A. Hill, general agent, 
Aetna, Toledo; H. P. Winter, assisant 
vice-president, Union Central; H. R. 
Casdorph, manager, Metropolitan, Lake- 
wood, O.; Eber M. Spence, vice-presi- 
dent, American United; J. T. O’Neal, 
manager, Great-West, Indianapolis; H. 
C. Graebner, dean, school of business, 


Butler University; Guy Morrison, gen- 
eral agent, Northwestern Mutual, In- 
dianapolis; Fred White, general agent, 
Massachusetts Mutual, Buffalo, and 
Henry Persons, manager, Mutual Life, 
Chicago. 

Mr. Erskine, speaking on “Recruiting 
Plans That Are Working Today,” rec- 
ommended “routinizing” as much of the 
recruiting process as possible. He also 
urged finding out for sure if a man can 
sell before starting him on an expensive 
training program. “We insist that any 
potential recruit for our agency com- 
plete his study of the rate book and an 
introductory course before he leaves his 
present job.” 


RECRUITING SOURCES 








His agency’s best sources of recruits, 
the speaker reported, are its own staff 
recommendations, personal observations, 
and people sent in by other life insur- 
ance offices and men. The agency’s 
present ratio is one recruit out of each 
eight men interviewed. 

“Disability insurance is a coverage 
people are asking for, but there is a 
strange reluctance among life men to 
sell it to them,” Mr. Dunning charged 
in speaking on “The Problems Encoun- 
tered in Getting Established Men Into 
Disability Sales.” 

Mr. Dunning cited statistics to show 
that the best average increase in life pro- 


duction in recent years has come from 
companies which also sell accident and 
sickness coverages; and he reported that 
a survey of New York Life agencies 
shows that most of their life production 
increase is coming from men who are 
selling A. & S. 

“Don’t wait for the man to learn all 
about A. & S. before urging him to sell 
it,’ the speaker warned. “He’ll never 
learn all about it until he does start 
selling it. That’s the quickest and best 
way to learn.” 

Mr. Dunning also recommended that 
managers “package” A. & S. sales for 
their men. New York Life determined 
from a study what “packages” were be- 
ing purchased most by different classi- 
fications of prospects. It has made up 
a selling proposal on the most popular 
packages, indicating on each, “For 
Physicians,” “For Lawyers,” etc. On 
the back page it lists “other occupational 
classifications eligible for this coverage.” 
The advice, he reported, not only in- 
creased sales by 25% immediately, but 
it also is an excellent way, through the 
“other classifications” listing, to get 
men to prospect. 

The speaker concluded by declaring 
that “A. & S. is not ‘casualty insur- 
ance’; it is personal insurance. It prop- 
erly belongs in the same sale with life 
insurance.” 

Managers too often let a potential 
half-million producer level off at $300,- 
000, simply by default,’ John Hill, 
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Third Down-One to Go! 


Now that three quarters of the year have elapsed and 


only one remains, the scoreboard shows that sales for 


the first nine months of 1952 have exceeded those of the 


like period of 1951 by the following percentages: 


Weekly Premium Ordinary Total Sales 





32% 
47% 


Commonwealth 


Industry 


35% 
13% 


30% 
10% 


INSURANCE IN FORCE, October 1, 1952 — $588,114,001 
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“Solving the Proble 
the Man Who Is Content to ‘— 
Level,” told the audience. “We leta mal 
become satisfied with less than his Do- 
tential because he is causing us qo 
trouble and we have other things to dg" 
he charged. ” 

Mr. Hill listed the things done jn his 
agency to provide incentives, and ap. 
praised each in terms of the Percentage 
of the incentive it provides. Emphasis 
on qualification for company regional 
Provides 50% of the incentive, he rp. 
ported. App-a-week provides 10%: 
“Man of the Month” notices mailed t 
policy owners and friends, 20%; a 
agents’ advisory committee, 10%, and 
two major and one minor contest , 
year, 10%. 


Advertising Called “Dull” 


Leadership in developing men must 
come largely from managers, Mr, Hii 
concluded, charging that “our adver. 
tising to the public is dull. We are not 
getting the best young men. Companies 
have paid too much attention to finan- 
cial solvency and too little to the sol 
vency of the field man. The home of- 
fice has little interest in the sales organi- 
zation despite lip-service to it. Leader: 
ship is up to us.” 

“Too often the salesman who becomes 
a manager tries to use the same drive 
on his office force and agents as he used 
in selling. The result is that they be- 
come unhappy and the manager often 
breaks up,” H. P. Winter warned. “You 
cannot expect men to adjust to you. 
You must adjust to the agency. Train 
a man in the shadow of himself, not 
your own. Adjust to the type of selling 
that comes natural to the man, not the 
technique that works for you.” 

Speaking on “Supervision Techniques 
That Reduce Agent Turnover,” Mr. 
Winter warned that it is easier to hire 
a man than to fire him. “Never hire a 
man you think you couldn’t fire,” he in- 
structed. “Build a technique for firing. 
If a man fails after three months, you 
fail if you don’t fire him.” 


speaking on 





GROUP TRAINING 





Herman Casdorph, speaking on “What 
the Manager Can Do to Help the Agent 
Sell More Ordinary,” outlined a pro- 
gram of group training but individual 
supervision. In his agency, they select 
groups of five or six men with similar 
backgrounds and problems and _ bring 
them in once a week over a period of 
eight or 10 weeks for intensive inside 
and joint-work retraining. This tech- 
nique has raised the ordinary only pro- 
duction of several men from $150,000 to 
$250,000 and one “product” of the clinic 
training will hit $1 million this year. 
Mr. Casdorph reported that his agents 
average $6,500 income, and that one 
man will make $20,000 or more this year. 

Eber Spence, talking as the first mem- 
ber of a panel on college recruiting, 
charged that “because we are frank in 
talking about recruiting and turnover in 
our business, we often get blamed for 
a worse job than we are doing.” I.B.M. 
he reported, will recruit about 270 col- 
lege men a year, and feel it has come out 
well if it has 90 of them left after three 
years. A large bank with which he 18 
acquainted recruits college men—and 
loses over half of them in the first year. 

Dean Graebner, second member of the 
panel, reported on the results of a sur- 
vey conducted by Dr. J. E. Hedges, 
at Indiana University, and himself, at 
Butler University. Funds for the proj- 
ect were contributed by American 

(CONTINUED ON PAGE 17) 
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oben HELP YOU SELL MORE LIFE INSURANCE 


, let @ man 

n his po. One of a series of advertisements 

Bs toa dedicated to the men and women 
Bb. whose skill, knowledge and effort 


ne ia hs The agency’s busy typist is an integral part of the team contribute so importantly to the 
: life insurance salesman’s success. 
Emphasis backing up the life insurance salesman. Sometimes ste- 

o: he te nographer, sometimes receptionist—her active day is oc- a 


20%: a cupied making out proposals, answering correspondence, 
















-ontest giving cheerful assistance to questioning callers, filing 
pertinent material, seeing that the mail goes out—and 


Mr. Hil _ then, if there’s time, handling odd chores that demand 


r adver- 
: fess. om neatness and dispatch. Hers are duties that mean much 
to finan- . : 
the = to a smooth-running office . . . that save you important 
Ome of- 
sot gan hours . . . that create an atmosphere of friendly efficiency 

eader- 
becomes which goes a long way toward gaining the respect of cli- 
ne drive 
Poy ents and prospects alike. 
er often 
d. “You 
to you. 
. Train 
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not the 








HARTFORD 15 CONNECTICUT 














ase ena 


HeNATIONAL UNDERWRITER 








October 31, 19% 








acsimile Telegraph 
Developments and 
Uses Described 


In several months Western Union 
expects to have a facsimile telegraph 
system available capable of transmitting 
documents of any size from a postage 
stamp to 8% by 13. Similar to the 
machine now employed by many com- 
panies, including Aetna Life, to expe- 
dite transmission of telegraph messages, 
it is expected to have wide use. 

Recently the Intrafax system, as it is 
called, was established between the Fed- 
eral Reserve bank and member banks 
in New York City to speed money trans- 
fer. Proper forms are filled out and 
transmitted over the Intrafax circuit 
rather than by messenger. Incidentally, 
this is the first time facsimile signatures 
have _ been accepted by banks as 
authentic. 

A special paper, Lithofax, which is a 
dry process paper, is used. The mes- 
sages are imprinted by the receiving 
machine’s stylus, which is guided by 
impulses obtained and transmitted when 
a light scans the original document. 
Teledeltos paper, a variation of Litho- 
fax, can be employed on the receiver in 
order to make copies on an offset press, 
so that several copies of one message 
can be distributed as needed. 

Western Union describes the machine 
as inexpensive, dependable and requiring 
little care. No particular skill is re- 
quired to operate the machine, of which 
some 10,000 are now in operation. At 
present the machines are designed for 
telegraph blank size paper or smaller, 
but the machine capable of handling 
larger sizes is being developed by engi- 
neers. 

The machine faithfully reproduces the 
material and does not make mistakes. 
The machine can send and_ receive 
printing, Writing and sketches with equal 


facility. The new machine will handle 
positives or negatives, make precise 
line recordings and half tones. 

Aetna Life Uses Intrafax 


Aetna Life has installed the system in 
Hartford, where the telegraph center is 
connected with various sections through 
Intrafax. When a telegram is received, 
the printed form is placed on the ma- 
chine and immediately transmitted to 
the proper place, thereby shortening the 
time between receipt and delivery. 

Another insurance company was in- 
terested in installing an Intrafax system 
in order to permit storing records away 
from the home office, employing the 
facsimile system to transmit copies of 
needed records. However, the smaller 
machine available at the time was not 
capable of transmitting the records, but 
the new machine will be able to handle 
the larger forms. 

One large department store has em- 
ployed Intrafax between its furniture 
sales department and the warehouse. 
Eleven persons have been replaced, be- 
cause the orders are not only sent, but 
the Teledeltos paper permits copies to 
be made for distribution, eliminating 
copying errors. 


Prudential Extends Work 
Week, Raises Pay for Clerks 


Prudential is extending its five-day 
work week of 35 hours for clerks to 
37% hours. 

The company said the action was nec- 
essary to meet an increasing workload 
in the face of personnel shortages in 
many areas. 

Clerical employes to middle supervis- 
ory levels will receive a salary increase, 
including pay for the additional 2% 
hours, of 10%. Approximately one-half 
of the company’s 45,000 employes are in 
this category, which does not include 
executive, sales, and other groups. 

The Newark home office hours will 
run 8:30 a.m.- 4:40 p.m., instead of 8:30- 
4:15 hours. In addition, the lunch period 
will be shortened five minutes. 





it a ® 





‘Teeeslees Exhibit Wins Acclaim | 





Gov. Lodge of Connecticut is here at the microphone shown opening the “America 
Goes to the Polls” exhibit at the Travelers head office. At his right is Gov. McKeldin 
of Maryland and Jesse W. Randall, Travelers president. J. Doyle DeWitt, vice-presi- 
dent and assistant to the president whose collection of presidential campaign memora- 
bilia is on display, is at the right of Mr. Randall. The exhibit comprises more than 
10,000 souvenirs of every presidential campaign. Gov. Lodge is speaking in front of 
the panel displaying buttons from Washington’s inauguration and material from the 


campaigns of 1792 and 1796. 











Advertising for 
November Listed 


Following is the national advertising 
which life companies have scheduled for 
November issues. Where no date is in- 


dicated the publication is a monthly 
magazine. 

Business Men’s Assurance—American 
Magazine. 


Connecticut General—Harvard Busi- 
ness Review, Nov. 1; Newsweek, Nov. 
17; Wall Street Journal, Nov. 10, 17, 24. 

John Hancock—Life, Nov. 17; News- 
week, Nov. 24; U. S. News & World 
Report, Nov. 21. 

Lincoln National—Better Homes & 
Gardens; Life, Nov. 3; Saturday Evening 
Post, Nov. 8. 

Massachusetts Mutual—Saturday Eve- 
ning Post, Nov. 15. 

Metropolitan Life—American Maga- 
zine; Business Week, Nov. 22; Collier’s, 
Nov. 22; Cosmopolitan; Forbes; Good 
Housekeeping; Ladies’ Home Journal; 
McCall’s; National Geographic; News- 
week, Nov. 24; Saturday Evening Post, 
Nov. 15; Time, Nov. 10; U. S. News & 
World Report, Nov. 14; Women’s Home 
Companion. 

Mutual Benefit Life—Saturday Eve- 
ning Post, Nov. 22; Scholastic, Nov. 5, 
12, 19. 

Mutual of New York—American Mag- 
azine; Collier’s, Nov. 15; Life, Nov. 17; 
Newsweek, Nov. 17; Sunset; Time, 
Nov. 10. 

National Life of Vermont—Fortune; 
New Yorker, ‘Nov. 22; Saturday Eve- 
ning Post, Nov. 15. 

New England Mutual—Business 
Week, Nov. 15; Parents Magazine; Sat- 
urday Evening Post, Nov. 29; Time, 
Nov. 3; Wall Street Journal, Nov. 11; 
nine college alumni magazines. 

New York Life—Business Week, Nov. 
8; Collier’s, Nov. 1 and 29; Country 
Gentleman; Dun’s Review; Fortune: 
Harvard Business Review; Ladies’ 
Home Journal; Life, Nov. 17; News- 
week, Nov. 3; Saturday Evening Post, 
Nov. 1, 29; Successful Farming; Time, 
Nov. 10; U. S. News & World Report, 
Nov. 14; 32 college alumni magazines. 

‘Northwestern M ut ual—Newsweek, 
Nov. 17; Successful Farming; U. S. 
News & World Report, Nov. 21. 


Penn Mutual—Saturday' Evening Post, 
Nov. 22. 


Phoenix Mutual—New York Times, 


Nov. 9. 
Prudential—Independent Newspaper 
Supplements, Nov. 16; Parade, Nov. 


16; This Week, Nov. 16; Time, Nov. 24. 





Equity Annuity Plans Get 
Green Light on Tax Aspects 


NEW YORK — Tax hurdles in- 
volved in the College Retirement Equi- 
ties Fund, affiliated with Teachers In- 
surance & Annuity, have been pretty 
well cleared, said William C. Greenough, 
vice-president of Teachers, in addressing 
the Federation of Employes Benefit As- 
sociations. 

Mr. Greenough said Teachers has re- 
cently received a tax ruling dealing with 
the problem of persons nearing retire- 
ment who had accumulated an overly 
large portion of their retirement savings 
in the form of fixed dollar assets. The 
internal revenue bureau has ruled that 
such persons may transfer some of these 
assets to the equities fund without their 
having to pay an income tax. 

The bureau also ruled that a person 
can transfer his accumulated shares in 
the equities fund to purchase a fixed 
dollar annuity without involving taxable 
income. 

Thus the general effect is that the em- 
ployer’s contributions will not be tax- 
able currently to the individual; and the 
individual will not have to include capi- 
tal gains or yield from year to year 
during the premium-paying stage in his 
taxable income; and he can shift back 
and forth between the funds without 
having his gains taxable at the time of 
shift (these shifts being controlled by 
Teachers to avoid speculation by the 
individual); and at the time of retire- 
ment the individual’s income from the 
equity annuity will be handled under the 
“3%” annuity taxation rule. 

Mr. Greenough mentioned that in 
September the internal revenue com- 
missioner approved a variable annuity 
plan as qualified under section 165 and 
on Oct. 7 the equity annuity plan for the 
employes of the Long Island Lighting 
Co. was given formal approval by the 
Brooklyn office of the internal revenue 
bureau under section 165 (2) and 23 (p) 
of the internal revenue code. 


Chicago Association 
Annual Regionals 
in Three Sections 


Chicago Assn. of Life Underwriter, 
this week conducted its annual series 9; 
regional meetings. Held in three se. 
tions of the Chicago metropolitan are, 
the program was the same for each oj 
the well-attended gatherings. 

Under the co-chairmanship of Adolph 
R. Klein, Home Life, and Harry Lerner 
Prudential, the underwriters saw ; 
movie produced by New York Life oq 
business insurance—‘Strictly Business’. 
and heard three speakers—William Ip. 
gram, director of agencies, Prudential: 
B. H. Groves, manager Travelers, pres. 
dent of the Chicago Association, and 
Charles Pate, midwest field training 
supervisor of MetropolitanLife. 

Joseph E. Hunt, New York Life 
C.L.U. instructor for Chicago area, made 
the introductory remarks on his com. 
pany’s movie. This professional prodye. 
tion, with its carefully trained Holly. 
wood actors, outlined the needs of bus- 
ness life insurance and the reasons why 
business men buy it. Originally pre. 
pared strictly as a training film for New 
York Life agents, Mr. Hunt said it was 
received with so much enthusiasm that 
it has been shown to interested fife 
insurance groups throughout the coup- 
try. Portraying the sale of a partner- 
ship case to provide life insurance in 
place of a cash sinking fund to complete 
a buy and sell agreement, it stressed the 
necessity of being thoroughly familiar 
with the prospect’s business and family 
status before making the first call. The 
movie also pointed out the need for 
cooperation with the prospect’s attorney. 


Search Is on for Security 


Mr. Ingram speaking on “Tips for 
Tapping Today’s Market,” said that 
Chicago and the suburban area may look 
forward to-a higher economy and stand- 
ard of living since the need for skilled 
labor is on the increase. Retirement 
plan prospecting in this group, the so- 
called “Blue Collar” market, will be 
especially rewarded, he said. These peo- 
ple are cognizant of retirement and very 
much interested in social security and 
pension plans. He gave as a real in- 
terest getter the recent increase in social 
security benefits, pointing out that mere 
mention of this subject on his company’s 
television and radio programs produced 
a tremendous response—much greater 
than some of its best planned direct 
mail efforts. Mr. Ingram then gave 
examples of motivating the prospect on 
“insuring his social security” and in- 
cluded a tie-in with the mortgage insur- 
ance market. He also detailed the use 
of the annuity principle for retirement 
as against accumulating money to in- 
vest with the idea of living on the 
interest. 

President Groves, in his talk on 
“Teaming Facts,” gave a brief account 
of the activities of the Chicago assocta- 
tion, as well as the national organzation, 
and pointed out the advantages of the 
teamwork possible when agents give 
their full support to their local and 
National associations. He also detailed 
some of the more important activities 
of the various committees of the Chi- 
cago association and told what they do 
for the members. 

Mr. Pate spoke on “Business Insur- 
ance—Good Business for You.” Com- 
menting on the similarity of many of his 
thoughts on business insurance with 
those of the recently shown training film, 
he gave a clear presentation of the 
“what, where, when, how and why ot 
this type of insurance. He emphasized the 
value of an open mind and the import- 
ance of being planners, instead 0 
geniuses, as he explained the basic 
ramifications of selling four kinds ot 


business insurance: sole proprietor, 
partnership, key man and closed cor- 
poration. 


Mr. Pate said that by keeping in mind 
(CONTINUED ON PAGE 18) 
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Medical Directors 
Flect Dr. Bonnett 
as New President 


On Deck Spot Goes to 
Dr. Montgomery at 
Los Angeles Convention 


Dr. Earl C. Bonnett, Metropolitan 
Life, was elected president of Assn. 
of Life Insurance Medical Directors at 
its annual convention at Los Angeles. 
He succeeds Dr. Linford H. Lee, Pacific 
Mutual Life. 

Dr. Richard C. 
Montgomery, Man- 
ufacturers Life, 
was named to the 
new _ position of 
president-| 
elect which corre- | 
sponds to the pre- | 
vious designation of | 
first vice-president | 
and puts him 4 

} 
| 
| 





line for the presi- | 
dency next year. 
Other _ officers 
are Dr. Richard L. | 
Willis, Mutual Life, | 
vice-president; Dr. Henry B. Kirkland, | 
Prudential, secretary; Dr. Walker A. | 
Reiter, Mutual Benefit Life, treasurer, 
and Dr. James R. Gudger, Mutual Life. | 
editor. 
Dr. Filson Is Speaker 


In addition to the speakers mentioned 
in last week’s issue, Dr. Ralph M. Fil- 
son, medical director of Travelers, re- 
viewed the community of interest be- 
tween the insurance business and the 
medical profession. Noting an increas- 
ing need for financial assistance in meet- 
ing costs of medical care on the part of 
the public, Dr.. Filson pointed to the 
fact that insurance companies today 
more than ever before are active in 
fields of protection other than life in- 
surance. The business has given major 
attention to the problem of providing 
a sound method for protecting, through 
the allocation of regular small amounts 
in the nature of premiums, against med- 
ical costs which could be of disastrous 
proportions. He cited Health Insurance 
Council figures showing the vastness ot 
private health insurance. 

Insurance companies and the medical 
profession are indissolubly allied in the 
provision and administration of prac- 
tical and equitable methods of voluntary 
prepayment plans to cover medical 
costs, he observed. Because the methods 
employed will affect the greatest part of 
the population, they must not only meet 
public demands but must preserve com- 
plete freedom of physician-selection as 
well as other essential physician-patient 
relationships. Along with the joint par- 
ticipation in these plans, Dr. Filson said 
there necessarily goes a joint responsi- 
bility in the elimination of the abuses 
which can weaken and destroy them. 





E. C. Bonnett 





No Objections to Present 
Revision of Rule 27, N. Y. 


With elimination of reference in the 
Proposed revision of the New York de- 
partment’s regulation 27 to group credit 
life, there was little opposition to the 
Proposal at a hearing conducted in New 
York by Deputy Superintendent Joseph 
F. Murphy. That subject is to be ap- 
proached by a different route. The re- 
vision deals with life and A. & H. issued 
in connection with financing of personal 
Property purchases. : 

Alexander Query of Prudential said 
he was not dissatisfied with the way 
the revision is now drawn. He did sug- 


of insurance be issued the borrower, the 
point be cleared up, who is responsible 
for its issuance. It is usual for the in- 
surer to issue certificates to the policy- 
holder, who in turn sends them along 
to borrowers. In practice the policy- 
holder, the lending or selling institu- 
tion, is the only one who can do this. 


Has to Look to Insurer 


Mr. Murphy said the only persons 
over whom the department has jurisdic- 
tion are licensees of the department, it 
has none over the policyholder in this 


surer using the policyholder to distribute 
certificates but the department has to 
look to the insurer to see that it is done. 

B. M. Anderson, Connecticut Gen- 
eral, said he thought the department had 
done a good job on the final draft, ob- 
jections have been eliminated and the 
regulation as drawn is practical. 

James Honey of Life Insurance Assn. 
of America also was on hand for the 
life people. 





United States Life has been licensed 


Pittsburgh C.L.U.’s Hear Talk 


The producer should solicit business 
insurance prospects because sales, as a 
rule, are easier, and usually larger, Wil- 
liam J. Copeland, assistant vice-presi- 
dent of People’s First National Bank & 
Trust Co., pointed out at the first fall 
meeting of the Pittsburgh C.L.U. 
chapter. 

Mr. Copeland said that business in- 
surance agreements often serve as an 
excellent door-opener for other sales, 
and added that by promoting business 
insurance sales the “agent is performing 


situation. 


He has no objection to in- in Washington. a service which cannot be duplicated.” 











gest that where it requires a statement 


CONNECTICUT MUTUAL GENERAL AGENCIES 


Albany 1, N. Y., James T. Purves, 75 State St. 
Albuquerque, N. M., Timothy B. Ingwersen, 
121 East Tijeras Ave. i 
Atlanta 3, Ga., P. L. Bealy Smith, 
Citizens & Southern Bank Bldg. 
Baltimore 1, Md., Thomas W. Harrison, Jr., 
307 North Charles St. 
Birmingham 3, Ala., Stewart H. Welch, Jr., 
Brown-Marx Bidg. 
Boston 9, Mass., Winslow S. Cobb, Jr., 50 Congress Sc. 
Boston 9, Mass., Rob’t. B. Whittemore, 82 Devonshire Sc. 
Bridgeport 3, Conn., Harry E. Duffy, 
etn Ce Trust Co. Bldg. 
Buffalo 2, N. Y., Jack O’Bannon, Liberty Bank Bldg. 
Charlotte 2, N. C., Philip F. Howerton, Johnston Bldg. 
Chicago 3, Ill., Robert E. Florian, 39 South LaSalle Sc. 
Chicago 2, Ill., Henry C. Hunken, 1 North LaSalle St. 
Chicago 3, James F. Ramsey, Field Bldg. 
Cincinnati 2, O., James H. Farrar, Carew Tower 
Cleveland 14, O., Harry H. Kail, Leader Bldg. 
Columbus 15, O., Victor K. Miller, Beggs Bl e. 
Dallas 1, Tex., Everett F. White, 107 North Field Se. 
Davenport, Ia., Paul C. Otto, Davenport Bank Bldg. 
Decatur, Ill., W. Robert Moore, Citizens Bank Bldg. 
Denver 2, Colo., Norris E. Williamson, 
U. S. National Bank Bldg. 7 
Des Moines 9, Ia., eeey R. Fisher, Fleming Bidg. 
Detroit 26, Mich., Charles E. Stumb, Nat'l Bank Bidg. 
Erie, Pa., James J. Reid, Palace Bldg. 
Fort Worth 2, homas N. Moody, 
W. T. Waggoner Bldg. . 
Grand Rapids 2, Mich., Herbert C. Remien, 
Association of Commerce Bldg. 
Harrisburg, Pa., Joseph J. H. Richter, Jr., 
Payne-Shoemaker — 
Hartford 3, Conn., Ralph H. Love, 75 Pearl St. 
Houston 2, Tex., The ~~ 4 Agency, Esperson Bldg. 
Huntington 9, West Va., R. Homa Houchin, 
_ First Huntington Nat’l Bk. Bldg. 
Indianapolis 4, Ind., Claude C. Jones, Circle Tower 
—— 2, Fla., Victor W. Wilson, Lynch Bldg. 
ansas City 6, Mo., Edward B. Bates, 
1016 Baltimore Ave. 
Knoxville 02, Tenn., Harry M. Watson, 
Hamilton National Bank Bldg. 
eee ey ie Calif., C. Carter Schneider, 


fe . Bank Bids. 

Los Angeles 5, Calif., Melzar C. Jones, 

3440 Wilshire Blvd. 
Los Angeles 17, Calif., William H. Siegmund, 

609 South Grand Ave. 
Louisville 2, Ky., Moss & Moss, Starks Bldg. 
Memphis 3, Tenn., A. V. Pritchartt, Sterick Bldg. 
Miami 32, Fla., F. R. Anderson, Pan American Bk. Bidg. 
Milwaukee 2, Wis., Kenneth W. Jacobs, Bankers Bldg. 
Minneapolis 2, Minn., Frank J. Lynch, 

Northwestern Bank Bldg. 
Nashville 3, Tenn., Norris Maffete, 814 Church Sr. 
Newark 2, N. J., Edward aho 

The Commerce Court B! "3 
New Orleans 12, La., Thomas F. Barrett, Jr.. 

Pere Mocquece Bldg. 
New York 6, N. Y., The Fraser Agency, 

J. M. Fraser, G. A., 149 Broadway 
New York 17, N. Y., Paul L. Guibord, 6 E. 45 St. 
New York 17, N. Y., Horace S. Jenkins, Jr., 17 E. 42 Se. 
New York 17, N. Y., H: D. Josephson, 527 5th Ave. 
Norfolk 10, Va., D. Conrad Little, Royster Bidg. 
Oakland 12, Calif., James L. Taylor, 1404 Franklin Sc. 
Oklahoma City 2, Okla., Robert H. Carter, 

Petroleum Bldg. 
Omaha 2, Neb., Paul C. Kaul, 405 S. 16th Se. 
Peoria 2, i ll., Chester T. Wardwell, Cent. Nat'l Bank Bidg. 
Philadelphia 3, Pa., John C. ry A he Architects Bl 
Philadelphia 3, Pa., Vernon S. Mollenauer, 

1616 Walnut St. 






PENSIONS 








SIR PLUS ..,.... 


“When you place SURPLUS BUSINESS INSURANCE 
and PENSION or PROFIT-SHARING PLANS with 
the Connecticut Mutual you get these PLUS values:” 


Corporations and partnerships may use income settlements 
Individualized Home Office Proposal Service and special help 
on difficult cases 

Flexibility of C.M. Change of Plan clause 

“Combination” Plans available (with Deposit Administration 
by C.M. on Pension Plans if desired ) 

Wide range of life insurance and annuity plans 

The on-the-spot know-how of the general agency near you 
Excellent competitive net cost on all plans. 


hester 4, 











i, Vt., William C. Shouldice, Mead Bidg. 
St. Louis 5, ‘Mo., ack Hensley, 1A So. Meramec Ave. 
St. Louis 1, Mo., Stratford Lee Morton, Arcade Bldg. 
St. Paul 1, i. Joseph A. Diefenbach, 


Pioneer 
tah, Max S. Caldwell, Judge Bldg. 
. Archie Helland, 





Sale Lake City 1, 
San Antonio 5, Tex., 
Frost National Bank Bldg. 
i 1, Calif., Alpheus ‘i Gillette, 
1407 Sixth Ave. 
San Francisco 4, Calif., Edward H. Dieckhoff, 
315 Montgomery St. 
Seattle 1, 
1411 


1. 
2. 
3. 
4. 
3. 
6. 
1. 


Wash., Edward U. Banker, 
Fourth Ave. Bldg. 
South Bend 9, Ind., P. A. Hummel, 527 Sherland Bidg. 


« 
Phone or write our nearest office. Spokane 4, Wash., Thomas R. Carey, Med. Cent. Bldg. 
7 


Springfield 3, Mass., 95 State St. 


Syracuse 2, N. Y., Limon E. Stiles, Heffernan Bidg. 
ORY LIFE INSURANCE COMPANY + Tanifind 


‘oledo 4, Ohio, Floyd A. Rosenfelt, Martin Bldg. 
10OY 


Utica 2, N. Y. H. Wenner, 


Facts, Figures, Proposals gladly furnished. 








Utica Gas & Electric Bldg. 
‘Wahionen 3, D.C. John Lister McElfresh, 






war : 
Wichita 2, Kan., O. Tyan Smith, 
Wheeler-Kelley- Bldg. 


Wilkes-Barre, Pa., beak arlucci, 44 West Marker St. 
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Companies Much More 
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Liberal in Writing Women 


By ROY ROSENQUIST 


A number of companies aud agents 
have made a special drive for business 
among women prospects during recent 
years. Much has been said and writ- 
ten about the improved financial posi- 
tion of women and the greatly increased 
opportunities for selling life insurance 
to women. Some companies have a 
woman's department in their home 
offices. There are agencies that have a 
woman’s department or a woman's unit. 
It appears to be widely recognized that 
women as prospects offer at least 10 
times the selling possibilities that they 
did a decade or more ago. 

What is not nearly so well understood 
is that women may buy life insurance 
today on the most liberal terms in the 
history of the business. Already they 
own about one-fifth of all of the life 
insurance in force, the percentage is in- 
creasing each year and there are many 
who believe that by 1960, 25% of the life 
insurance in force in the United States 
will be on women. The gain in the 
total life insurance sold to women is 
due principally to the fact that com- 
panies generally have made it easier and 
more attractive for women to buy. Most 
companies write women on the non- 
medical basis. Eighty-five percent of 
the companies writing women non-med- 
ical will accept unmarried women for 
the same age limits and for the same 
amounts as men, There is a strong trend 
in this direction. Almost half of the 
companies writing women will write 
married women at the same age limits 
and for the same non-medical amounts 
as men. Companies writing women have 
had no adverse experience. 

It was not so many years ago that 


companies were charging extra premi- 
ums for women. It is true, of course, 
that companies charge women more for 
annuities and life income endowments 
because of their longer longevity, but 
life insurance itself is written at the 
same rates as charged men. Unmarried 
women are accepted on the same basis as 
males. There are still certain restric- 
tions on married women because of 
childbirth and the application for large 
amounts of life insurance from women 
has the appearance of speculation. Many 
companies limit the amount to be issued 
to married women to the amount carried 
by her husband unless he is uninsurable. 


90% Issue Term 


There has been a liberalization on the 
part of companies as to the writing of 
term insurance on women. In fact, 90% 
of companies writing women will issue 
term of some sort. More than 25% of 
the companies issuing term to women 
have no restriction on plan, employment 
or marriage status. Other companies 
limit the issuance of term to self-support- 
ing single women or long-term plans. 

Some interesting figures have been 
compiled to show the improvement com- 
panies have shown in their attitude 
toward issuing waiver of premium on 
policies written for women: 


Companies Charging 1942 1952 
Twice male rate........ 62.4% 43.7% 
150% of male rate....... 16.3% 28.6% 
Higher rate than male... 3.8% 3.4% 
Same rate as male...... 9.7% 22.7% 
Not issued to women.... 4.8% 1.6% 





CIO Loses Mass. Election 


WASHINGTON National labor 
relations board has announced certifica- 
tion by its regional director, pursuant 
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The. proud ship Savannah, the first steamship to cross the 
Atlantic, had even her captain guessing. For, on that pioneer- 
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people—in all walks of life—to provide “Financial Freedom 
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to stipulation, that in the election held 
among industrial agents of Metropolitan 
Life in Massachusetts, 455 votes were 
cast for petitioner, CIO Insurance & 
Allied Workers; 466 against it. 





Joffe Opens Actuarial 
Offices at Cincinnati 


Samuel Joffe has resigned as actuary 
and pension con- 
sultant at Detroit 
for Marsh & Mc- 
Lennan to open of- 
fices as a consult- 
ing actuary in the 
Provident Bank 
building, Cin- 
cinnati. 

Mr. Joffe entered 
the business with 
Eagles’ Nation- 
al Life, and later 
went with Ameri- 
can Standard Life. 
He is a graduate of 
University of Mich- 
igan and University 
and an army veteran. 





Samuel Joffe 


of Pennsylvania, 





Schedule Huber Agency 
Forum for Nov. 26 


The Solomon Huber agency of Mu- 
tual Benefit Life, New York City, will 
hold its annual estate planning forum 
for accountants, trust officers and law- 
yers Nov. 26. It will be on providing 
for minors. Lecturers include Donald 
McManus, law assistant in the New 
York county surrogate’s court; Dwight 
Rogers of Scudder, Stevens & Clark, 
New York City investment counsel; 
Albert Mannheimer of Nathan, Mann- 
heimer, Asche & Winder, New York 
City attorney; Milton Young of Young, 
Kaplan and Edelstein, New York City 
lawyers, Henry Cassorte Smith of the 
New York law firm of Sheffield & 
Chrysler and David Beck of the Newark 
law firm of Gutkin & Beck. 

Following a luncheon, the actual pro- 
ceedings will get under way at 1:30. 
Agents of other companies may attend 
a repeat forum Dec. 5 at 9:30 a.m. at 
the New School for. Social Research. 
Admission will be a $1 contribution 
to the school. Admission slips may be 
obtained from the registrar, 66 West 
12th street. 


Okla. Council Opens Season 


The Oklahoma Estate Planning ‘Coun- 
cil opened its season with W. D. Boggs, 
Liberty National Bank trust officer, tak- 
ing over as president. 

Paul A. Farrier, vice-president and 
trust officer of First National Bank of 
Chicago, discussed the benefits to be de- 
rived through the use of corporate trus- 
tees in an estate planning program. 





Can't Require Credit Cover 

Attorney General Dunbar of Colorado 
has ruled that loan companies in that 
state may not legally require borrowers 
to buy life or A. & H. insurance to 
assure repayment of loans. 

The opinion only affects loans of more 
than $300. An opinion given in 1947 
ruled out compulsory insurance on loans 
under $300. - : E Q 

Noting that the practice of requiring 
life and A. & H. insurance has been 
growing in Colorado in recent years, it 
was stated that many borrowers want 
such policies and they still may ob- 
tain them if they do so voluntarily. 


Accidents Are the Big Killer 


Accidents, rather than disease, consti- 
tute the greatest single threat to the 
lives of American youngsters, according 
to statisticians of Metropolitan Life. 

About 6,000 children between 5 and 14 
years of age are killed in accidents each 
year, nearly twice the number taken by 
leukemia and other cancers, pneumonia 
and influenza, and acute poliomyelitis 
together. 4 

Accidents now account for one-third 


of all deaths at the elementary school 
ages, whereas 15 years ago the Propor. 
tion was only one-fifth, reflecting the 
greater achievements in the conquest of 
disease than in the control of accidents 
While the fatal accident rate for thes 
ages dropped 30% during the 15-year 
period, mortality from disease dropped 
65%. Motor vehicle mishaps are the 
leading cause of accidental death at the 
school ages, accounting for 39% of all 
fatal injuries last year. i 


Notes Effect of Inflation | 


Postwar inflation has depreciated 
savings of the American people yp 
than 32%. The loss is greater than logs 
by depositors in all the bank failures 
since the end of the civil war, according 
to the family economics bureay oi 
Northwestern National Life. i 








Ackerman on New Board 
Laurence J. Ackerman, dean of the 
University of Connecticut school of 
business and widely known life insyr. 
ance educator, has been elected a dj- 
rector of the Life & Accident Manage. 
ment Organization of Ocean City, N, J, 
which was formed in September to work 
with life companies in establishing or 
expanding A. & H. programs. 


213 Hearing Likely in Nov. 


Following the election the New York 
joint legislative committee on insurance 
headed by Sen. William F. Condon of 
Yonkers is expected to schedule a hear- 
ing on section 213, probably in No- 
vember. 








Hancock Appoints Miner 

John Hancock has appointed Reginald 
B. Miner manager of the city mortgage 
department. He was formerly assistant 
manager there. Mr. Miner has been with 
the company since 1928. 


Hold High Rotary Offices 


Life insurance is well represented in 
the officialdom of Rotary International 
for 1952-53. 

S. Kendrick Guernsey, executive vice- 
president of Gulf Life, is a foundation 
trustee. Among the district governors 
are Stanley F. Everson, London Life, 
Oshawa, Ont.; Guy L. Foster, John 
Hancock Mutual Life, Manchester, N. 
H., and Lyle Wilcox, New York Life, 
Sterling, II. 

Eli Rubin, agent at Hallettsville, Tex. 
for Southwestern Life, is a member of 
the extension committee. 


William J. Nenner, Penn Mutual Life, 
Cleveland, spoke at a luncheon meet- 
ing of alo life managers. Allen 
O’Donnell, Equitable Life of Iowa, was 
installed as president. 








Ill. Insurers in Contest 
to Get Out the Vote 


Combined Ins. Co. of Chicago 
and Washington National of 
Evanston are engaging in a con- 
test to determine which company 
will have the largest percentage 
of eligible voter employes voting 
on Nov. 4 R. J. Wetterlund, 
president of Washington National, 
after a conference with W. Clem- 
ent Stone, president of Combined, 
agreed. that as a penalty for los- 
ing the president of the losing 
company would address the em- 
ployes of the winning company. 
In addition, the winning company 
will be presented an engrav 
plaque. 

All employes are being ap- 
proached before the election to de- 
termine their eligibility and will 
again be. approached after the 
election to determine whether 
they voted. It will then be de- 
termined what percentage of eligi- 
ble voters who are full time em- 
ployes voted on Nov 4. 
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Appraisers Indicate Site 
Depreciation Should Be 
Considered by Business Men 


Few business men consider that the 
site of a building may depreciate in 
yalue, and fail tg take this into account 
as they do depreciation on machinery, a 
new plant, office building or dwelling, 
Leon W. Ellwood, chiet appraiser for 
New York Life and Robert Armstrong, 
of Armstrong Associates, write in the 
October Appraisal Journal. ; 

Both state it is often just as impor- 
tant to consider the depreciation in value 
of the site of a building as it is to con- 
sider the depreciation of the structure 
on that site. In fact, Mr. Armstrong 
and Mr. Ellwood note that more depre- 
ciation can be charged to locational 
changes in larger cities than to any 
other factor. 

“For example, the opening of a new 
highway or a new vehicular bridge can 
move thousands of acres of vacant land 
into the metropolitan market and into 
competition with established locations 
just as effectively as if they were loaded 
into flat cars or barges and dumped 
next door,” the authors said. 


Planning Lack Criticized 


Business districts should: have been 
planned more wisely, zoning more care- 
fully controlled, streets made wider, and 
parking provided, they state. Mr. Arm- 
strong and Mr. Ellwood ask, who could 
have anticipated the suburban growth? 

The swift changes in the industrial 
revolution which have marked this cen- 
tury, the writers stated, have brought 
many new uses of real estate and new 
types of property. Retail establish- 
ments have been affected by the tide 
of decentralization. New investments, 
such as supermarkets, drive-in shop- 
ping centers, and roadside chain restau- 
rants, which were unheard of 40 years 
ago, are commonplace today. 





Guide to Ill. Courses 


Homer M. Dalbey has gotten out a 
pamphlet entitled “Where to Study In- 
surance in Illinois.” This is a publica- 
tion of University of Illinois Business 
Management Service. This describes all 
the various insurance courses that are 
given by educational institutions under 
the form of short courses, evening 
classes, correspondence courses and 
clinic programs, and the pamphlet tells 
where to get detailed information. Also 
data is given on courses preparing for 
special insurance examinations. There is 
not included data on training programs 
within companies or associations, or 
courses given as part of regular college 
curricula. 


Lubbock Building Started 


Construction has been started on a 
20-story home office building at Lub- 
bock, Tex., for Great Plains Life. This 
will be the tallest building in Texas west 
of Fort Worth. The building will cost 
about $3 million and is scheduled for 
completion in February of 1953. At the 
ground-breaking ceremonies the com- 
pany was represented by Chairman 
Floyd Lindsey, President C. B. Dean 
and Secretary J. H. Mayo. 








Southwest Actuaries Meet 

Actuaries Club of the Southwest will 
gather for the annual fall meeting at 
Fort Worth, Noy. 21-22. 

Term insurance, credit insurance, and 
some technical aspects of the adjusted 
Premium method of cash value calcula- 
tion, will head the topics for discussion. 
A. & H. trends, and educational activ- 
ites in the southwest will also be cov- 
ered. The meeting will conclude with 
an open forum. 





Switches Names for Numbers 


Prudential district offices in multiple 
office cities will now be known by de- 
Striptive names rather than by num- 
bers. The name will be as closely iden- 
tified as possible with the section of the 


city in which the office is located. 


For example, the New York district 
New 


office No. 5 becomes Yorkville, 
York, No. 6, Herald Square, etc. 


Mutual Trust Group Elects 


General Agents Assn. of Mutual Trust 
Life, at the annual meeting at Chicago, 
elected Bernard Bergen, Brooklyn, pres- 
ident; Harold Rapalee, Elgin, IIl., 1st 
vice-president; Jerome O. Ware, Mil- 
waukee, 2nd vice-president, and Leon 
W. Boulais, Worcester, Mass., secretary- 
treasurer. 

Harry D. Fagin, Decatur, IIl., is the 





Hear Gordon at Milwaukee 


George B. Gordon, director of ad- 
vanced underwriting service for Mutual 
Benefit Life, will speak on “Hidden 
Treasure,” at a dinner meeting of Mil- 
waukee Life Insurance & Trust Council 
Nov. 10. 





Special Election Service 


Of special appeal to those in the in- 
surance district of New York City is the 
service to be held Nov. 3, the day be- 
fore election, at the famous Trinity 
church, Broadway and Wall street, by 


hour service is expected to be attended 
by many insurance executives and per- 
sonnel. Dr. Heuss began his ministry 
at Evanston, IIl. 


Buyers to Hear J. D. Babb 


Insurance Buyers of Pittsburgh, at 
its luncheon meeting Nov. 4 will hear 
John Donald Babb on “The New Sig- 
nificance of Joint Management and 
Labor Trusteeship of Welfare Funds.” 








Paul Curtis, an agent of Metropolitan 
Life at Laconia, N. H., has been pro- 
moted to assistant manager at Rutland, 
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retiring president. 





HANS A. KAUFMANN 


After his war service, 
Hans Kaufmann returned 
to Louisiana State 
University where he 
received his degree in 
Electrical Engineering. 
But his earnings as an 
engineer with a 
construction company 
did not satisfy his 
ambitions. 

With no previous 
experience in the insurance 
business he associated 
himself with the friendly 
Franklin in Baton Rouge. 
1950 was his first year. 

Here is a record of his 
cash earnings: 


1) ERR eee eaten ee! $ 6,030.30 
) [) Zana en ea 10,831.93 
1952 (thru July)... 7,802.60 





the rector, Rev. John Heuss. The half- 
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My dream of 5-figure 
earnings came true... 


August 25, 1952 


Mr. Chas. E, Becker, President 
The Franklin Life Insurance Company 
Springfield, Illinois 


Dear President Becker: 

As a relative newcomer to the Franklin organization 
I have yet to reach the peak of my earning capacity; 
however, what happened during the two and one-half 
years I have been associated with you has been truly 
amazing. If the proportionate increase in the past 
is any criterion of what is ahead, Franklin indeed 
provides a future unlimited. 

With no previous insurance experience, presenting 
our exclusive PPIP and JISP contracts has made it 
possible to eliminate the usual period of lean years 
a new man must face. The readiness of the public 
to accept these outstanding plans has enabled me to 
earn commissions greater than even I had anticipated. 

During the second year, my earnings almost dou- 
bled those of the first year; and in the first seven 
months of this year you have already paid me 80% 
of last year’s income. I know this is not an unusual 
record at the friendly Franklin; but it would have 
taken many years of experience in my original field 
of electrical engineering to earn a like amount. Much 
credit is due our splendid Home Office staff who, 
while constantly looking after the welfare of the 
agent in the field, provide him with the most saleable 
insurance contracts in the industry. 

Thank you for making my college dream of a five- 
figure-salary come true years ahead of expectation. 


Cordially yours, 
Hans A. Kaufmann 









CHAS. E. BECKER, PRESIDENT 
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One of the 15 Oldest Stock Legal Reserve Life Companies in Amerioa 


Over a Billion Dollars of Insurance in Force 
$205,000,000 gain in insurance in force during 1951 
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Direct Mail's Value 80 to 
90% in Effect on Agent. 


Bert A. Hedges, manager at Wichita 
for Business Men’s Assurance, has writ- 
tes THe NATIONAL UNDERWRITER’ as 
follows about the editorial in the Sept. 
12 issuc, entitled “For Bigger and Better 
Direct Mail.” 

You have thrown out some thought- 
provoking suggestions, but I think you 
have overlooked, 
or at least have not 
emphasized, what 
I believe to repre- 
sent by far the 
greatest value of 
direct mail as a 
pre-approach to an 
interview. For, aft- 
er a good deal of 
experimenting and 
considerable ex- 
pense, I’ve long ago 
come to the con- 
clusion that per- 
haps 80 to 90% of 
the value of this 
type of aid lies in its disciplinary or 
time-control features rather than in its 
value as an actual sales aid. To put it 
more bluntly, I’d even say that even 
the poorest type of letter or other mail- 
ing piece used with such an objective 
or concept in mind will yield far greater 
returns than will the most impressive 
or “artful” mailing piece, which is looked 
upon chiefly as a selling device, doing 
any appreciable part of the job of the 
interview or presentation by the sales- 
man. 

Of course, I would readily agree that 
any letter or mailing piece should be 
as good and should carry as much 
“punch” as can possibly be put into it 
by the smartest men in the field. For 
there is always the chance that here and 
there your letter will hit at the right 
time and in the right way. But such 
“hits” will be so few and far between 
in selling our type of service that no 
company and no agent could afford to 
pay for a direct mail campaign with such 
results as his measuring stick of values. 





Rert A, 


Hedges 


Believes in Systematic Use 


I am a strong believer in the value of 
regular, systematic use of the direct 
mail preapproach on a weekly or even 
daily basis. But, as suggested above, I 
value direct mail almost entirely as a 
time-control or self-disciplinary tool — 
one of the several essential and highly 
important “props to good intentions” 
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Sipe ¢ Insurance 


Hosp tla tivation 


which every “smart” agent should be 
encouraged to adopt. By a “prop” I 
mean a device by which an agent puts 
pressure on himself which, ideally, would 
make it easier or at least less embarras- 
sing to “follow through” on an admit- 
tedly sound program of work than to 
fail to do so. Another lesson I’ve learned 
during my more than 30 years in the 
business is that most failures as life un- 
derwriters do not result from lack of 
knowledge or even of selling techniques. 
Most such failures are due to inability 
of the agent to carry out, over a con- 
siderable period of time, the working 
plans or program which he knows to be 
sound and essential to his success. In 
other words, he “ain’t farmin’ half as 


oY 


good as he knows how now”! 


How does this tie in with your fine 
editorial on direct mail? Well, here’s the 
way I see direct mail as a “prop to good 
intentions,” 

1. If an agent is going to use the 
direct mail pre-approach, he must first 
prepare a mailing list of prospects. Since 
the service will cost him something, 
there is at least a little pressure on him 
to give some care and thought to the 
preparation of that list. In our agency 
we work for a minimum of 15 names a 
week, and recommend not over 25. Our 
reasons for restricted numbers are given 
below. 


Built Around Special Need 


2. Most mailing pieces are built 
around some one special need such as 
mortgage protection, college education, 
retirement income, estate conservation, 
family income, etc. This requires the 
agent to give some thought to the para- 
mount needs of each prospect in order 
to select the proper letter or card for 
each. He must also give some thought 
to the presentation he will make and to 
the situation of each prospect. As a 
definite part of our new man’s early 
training we have him prepare several 
lists of 15-20 prospects and discuss prob- 
able needs in detail. We then explain 
policy benefits by showing him how to 
prepare single sheet proposals coinciding 
with letters mailed and to be the bases 
of follow-up presentations. 

3. Having mailed his “pre-approach- 
es,” it is impressed upon the agent 
that if he does not follow up each 
piece promptly (within a week at the 
latest), then the time and money spent 
on it will be wasted. Indeed we try to 
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get our agents, especially new men, to 
mail all letters on Thursday for follow- 
up on Monday and Tuesday since we’ve 
found that if he has some definite places 
to go on the first two days of the week, 
he usually has a good week. This also 
explains why we could not approve of 
100 letters a week. I think that any 
agent mailing that number must be con- 
fusing “pre-approach” letters with gen- 
eral advertising by mail. He cannot 
possibly hope to see all of 100 new 
people each week or even in a month. 
On the other hand, if he has 100 or even 
300 on a regular mailing list to receive 
something different each week, calling 
on them as he can, that’s a different 
story —and a good one. We have used 
that plan too. 


STRONGER PRESSURE 


4. If the agent agrees to make a re- 
port on actual calls made on all those 
on each list by a definite date, he will 
have put even stronger pressure on him- 
self to follow through. We keep a dupli- 
cate list of all of our new agents’ mail- 
ings and ask for a report in approxi- 
mately 15 days. We also have the su- 
pervisor discuss lists with men. 

5. The pre-approach letter gives the 
agent a ready-made approach which 
goes far toward eliminating or sur- 
mounting common objections to being 
interviewed. For he does not open his 
remarks with a statement or question 
about insurance. He says “I came to 
see you with reference to the letter we 
mailed you a few days ago on our spe- 
cial mortgage cancellation plan. Do you 
remember getting it?” And he displays 
a copy of the letter mailed. The pros- 
pect therefore is forced to consider not 
whether he will consent to being inter- 
viewed for insurance, but whether or 
not his mail service is efficient. If it is 
necessary to go through a secretary, the 
agent says, “I called with reference to 
the letter we wrote him a day or two 
ago.” 


Letters Could Have Got Lost 


It will be noted that all of the five 
points named thus far have to do almost 
entirely with the effect of a direct mail 
pre-approach system on the agent him- 
self. Indeed, these values would apply 
almost as well if the entire set of letters 
had been lost in the mail and none had 
been received by the prospects. (Yes, 
even No. 5 because the agent could still 
use the same approach and all prospects 
would have to say “I don’t remember 
getting it,’ thus giving the agent a 
wonderful opportunity to tell him what 
the letter said! But the five reasons 
naimed are, in my opinion, ample justifi- 
cation of a consistent direct mail pre- 
approach campaign. 
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6. There is a possible sixth 
which was suggested in my opening r~ 
marks. A good letter may indeed “sof 
up” the prospect. That is, it ma 
tually have done a part of the agent’ 
selling job. Occasionally the Prospect 
may even have sent in an inquiry 
(we always inclose a reply card “Just ig 
case”). But, as I also suggested Use 
of direct mail for this purpose alone 
even primarily will not, in my opinj 
justify the trouble and expense, 

Finally, I must also add what shoul 
be obvious. Like most, work plans, this 
one too must be carried on conscien. 
tiously over a considerable period 
time to get a true measure of results, 


Southern Heads 
Selection Men's 
Joint Study Group 


Henry J. Southern, Jr., Union My 
tual Life, has been appointed chairman 
of the joint education and examination 
committee of Home Office Life Under- 
writers Assn. and Institute of Home 
Office Underwriters. Edwin W. Jamie. 
son, Prudential, is secretary. 

The program administered by the 
committee is not intended to take place 
of the more complete study course of 
Life Office Management Assn., which 
includes home office underwriting. The 
joint program consists of two parts, 
which may_be taken concurrently or 
separately. Examinations for both parts 
will be held May 15, 1953. 

Eligibility requirements are that the 
applicant be actively working in home 
office underwriting, be recommended by 
a member of either the association or 
institute, and have credit for L.O.M.A. 
examinations 1, 2, 3 and 4, or parts | 
and II of the Life Institute of Canada 
general proficiency course. 

Committee members are David P. 
Cartwright, Minnesota Mutual Life; H. 
Elroy Harding, North American Life; 
Russell L. Wagner, National - Life & 
Accident; Robert H. Woodford, State 
Mutual Life; Ward H. Beall, North 
American Life & Casualty; Robert B. 
Caplinger, Southland Life; E. Boyd 
Coarsey, Gulf Life, and Thomas W. 
Reed, Continental American Life. 


Take Trivia Out of Group 
Cover, Walker Suggests 


Ralph J. Walker, Pacific Mutual Life, 
in his address at the annual meeting 
of Bureau of A. & H. Underwriters at 
Asheville, N. C., on the obligations of 
companies in the group field, which he 
termed the first line of defense against 
proponents of federal health insurance, 
outlined means by which the group in- 
surers might improve their position. 

He suggested that the trivial cover- 
ages be avoided. Writing insurance for 
the common cold, first doctor’s calls, 
etc., is asking for the government to 
take over, he said. Instead, he recom- 
mended, the companies should recog- 
nize that they cannot compete on the 
basis of the social planners. The trend 
has been in the wrong direction, and the 
companies have been led rather than 
doing the leading. The solution to the 
high and unnecessary cost of trivia 1s 
deductible insurance, with safeguards 
against rebate, he declared. : 

Private insurance should provide the 
last dollar of coverage, Mr. Walker said, 
but not necessarily the first dollar. Co- 
insurance is not the proper answer to 
this problem because the price 1s too 
high. It violates the fundamental def- 
inition of health insurance, that of in- 
surance against financial hardship, he 
declared. The industry should do more 
to get the cooperation of the doctors 
in controlling costs of illness, he re- 
marked, adding “if we could rely upon 
the doctor to prescribe only what 1s 
necessary and charge only what he 
would charge a person of comparable 








means without insurance, then we coul 
cover the last dollar of medical ex- 
pense.” 
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ADDRESSES ATLANTIC ALUMNI 





McCarty Says That Section 213 Retards 
Growth of Companies Operating Under It 


Spencer McCarty, Provident Mutual, 
Albany, N. Y., chairman of the commit- 
tee on compensation, of N.AL.U., told 
the L.I.A.M.A. Atlantic Alumni Assn. 
management conference at Rye, N. Y., 
that life companies operating under sec- 
tion 213 are tending to fall behind the 
companies which do not operate in New 
York state in the matter of new busi- 
ness and insurance in force. He was 
the closing speaker on the panel dis- 
cussing “Is Compensation Adequate and 
Equitable?” Other members of the panel 
were Laurence S. Morrison, | research 
consultant of L.I.A.M.A.; Vincent  B. 
Coffin, senior vice president, Connecticut 
Mutual, and Frederick D. Russell, presi- 
dent, Security Mutual of New York. 

John D. Marsh, Lincoln National, 
Washington, D. C., presided at the open- 
ing session. More than 100 general 
agents and managers who are gradu- 
ates of the agency management schools 
attended. Greetings were extended by 
Herbert W. Florer, Aetna Life, Boston, 
president of the association. 

Mr. McCarty said statements that life 
insurance companies are thriving. under 
section 213 should be examined more 
carefully. In 1941, he pointed out, $4 
billion of new life insurance was pro- 
duced by non-213 companies and $8%4 
billion by companies operating under 
213. Last year, the non-213 companies 
had gone up to $12 billion and New 
York supervised companies were only 
up to $18 billion. One tripled while the 
other doubled. 


Deepest Glide in Last Four Years 


He declared that the deepest glide 
had occurred in the last four years. 
The percentage of U. S. ordinary busi- 
ness issued by companies operating 
under section 213 in 1931 was 73%; 
1941, 67%; 1951, 60%. 

A similar trend is noticeable for the 
same years in the trend of insurance in 
force between companies operating un- 
der 213 and those companies which do 
not. “This trend of the non-213 com- 
panies’ progress, if continued another 
10 years, will exceed the New York 


state controlled companies,” Mr. Mc- 
Carty stated. “Maybe it will occur 
sooner. 


“So, for those who uphold the ade- 
quacy of section 213 and are proud of 
its accomplishments to the point of no 
substantial change, are they willing to 
answer that it has not retarded the 
growth of New York controlled com- 


s 


panies? 
Job of Selling Life Insurance 


M. Roos Wallis, Equitable of Iowa, 
Philadelphia, presided at the Friday 
morning session which was devoted to 
“Reexamination of the Job of Selling 
Life Insurance.” Participants included 
William T. Beadles, dean of Illinois 
Wesleyan University; Dr. Karl W. H. 
Scholz, .professor of economics, Univer- 
sity of Pennsylvania; A. C. F. Fink- 
biner, Jr., Northwestern Mutual, Phila- 
delphia, and Carr Purser, general agent 
of Penn Mutual, New York. 

Dean Beadles presented a challenging 
Picture to the agents, general agents and 
managers in the field of agent educa- 
tion and training. He pioneered the 
mtroduction of life insurance courses 
in his university and has long been ac- 
tive in C.L.U. teaching and administra- 
tive work. He is a staunch and forceful 
believer in life insurance education at 
the college level. 

“If my students ask me for advice 
as between selling life insurance and 
Property insurance, I have to tell them 
that the prospects are better in prop- 
erty insurance,” he said. “This is so 
largely because of the superior educa- 
tion and training which are currently 
ping given to the people who enter that 


“It hurts me to say that to these stu- 
dents, but I do believe it. After all, I 


have dedicated most of my life to life 
insurance education.” 

Dean Beadles said that he would 
prefer to have his good students go 
into life insurance selling rather than 
any other work. He tells them that 
they can get more personal satisfaction 
from selling life insurance than anything 
else. 


“But if they ask me specifically 


to compare their opportunities for per- 
sonal advancement between life insur- 
ance and other selling, then I have to 
slow down and if I am honest, I tell 
them that the greater opportunities are 
elsewhere in view of the fact that 
most other businesses train and edu- 
cate their new people better than does 
the life insurance industry.” 

Dean Beadles also said one reason 
why the life insurance business is not 
getting the top people from college grad- 
uating classes is that the young men 
are simply too smart to accept the high 
probability of failure which accom- 
panies them into the life insurance sell- 


ing field without adequate training. 

Mr. Finkbiner, who has sold $1 mil- 
lion of life insurance a year in his five 
years in the business, said fear is the 
salesman’s greatest enemy. Courage, he 
added, is the most important quality a 
salesman must possess. He told the 
audience of general agents and managers 
that they had a responsibility to their 
new agents to help them over the fear- 
ful stage of developing into a successful 
life underwriter. “The difference be- 
tween a $300,000 agent and a $1 million 
producer is usually the general agent,” 
Mr. Finkbiner said. 

He urged the general agent to keep 

(CONTINUED ON PAGE 18) 
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I'wenty-five years of constant attention 


to the needs of our policyowners and 
our agents has produced its own reward. 
Experience and research has culminated 
in our new ALL IN ONE plan which 
insures against injury, sickness, death 
and old age. 


We are happy to introduce our newest, 
streamlined, policy in commemoration 
of our Twenty-Fifth Anniversary Year. 
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Possible Solution for a Knotty Problem 


The plan for providing comprehensive 
diagnostic service for the great middle- 
income group of patients which Dr. 
Louis Berger of Brooklyn is advocating 


as president of the Kings County 
Medical Society may well have im- 
portant implications for the insurance 


business as well as the medical profes- 
sion. Under this plan patients unable 
to afford the cost of such diagnostic 
techniques and yet not in the charity- 
patient class would be referred to the 
diagnostic laboratory which the county 
medical society would set up. The sev- 
eral thousand general practicioners and 
specialists comprising the society would 
available to handle such referred 
cases, each doctor serving a relatively 
short stint. 

The doctors would serve without com- 
pensation but even so there would be 
expenses that would presumably exceed 
what the patients paid, the difference 
being made up by contributions from 
employers, the doctors, and other pub- 
lic-spirited members of the community. 

The item in last week’s issue about 
the plan was incorrect in stating there 
would be preinium payments. 

The reason for considering the plan 
of potential importance is that it opens 
the way to a possible solution of a 
knotty problem in the insuring of 
medical care and to closing the door to 
one of the most potent arguments for 
government health insurance. The do- 
gooders beating the drum for com- 
pulsory government coverage have made 


be 


much of the need for preventive and 
diagnostic medical care, possibly be- 
cause of the difficulty of finding an 


insurance answer to the problem. 

Blue Cross and insurance company 
plans cover diagnostic procedures to an 
extent but in general they apply when 
the patient is hospitalized. This has 
tended to throw an added burden on 
already overcrowded hospitals. Doctors 


have tended to use hospitals for ob- 


servation and tests much more than for- 
merly. The plan proposed by Dr. Berger 
should have the effect of lifting a con- 
siderable share of this type of load from 


the hospitals for it would not be neces- 
sary to send ambulatory patients to 
hospitals. 


The proposal also has the advantage 
that it is under the doctors’ control 
from start to finish. Whether a patient 
needs an elaborate series of diagnostic 
treatments or not is something that his 
doctor must decide. An insurer may feel 
that a doctor is overdoing this sort of 
thing but there is little the company 
can do about it. Where something like 
surgery, for example, is involved the 
situation is much more readily adapted 
it is generally true that 
to have himself cut up 
insurance company is 


to insurance, for 
nobody is going 
just because an 
going to pay for it. 

The problems of the middle-income 
group have long been recognized as 
extremely troublesome. It has often been 
said that those who get the best medical 
care are the poorest and the richest. 
The in-between group is being pretty 
well taken care of by insurance com- 
pany and Blue Cross and Blue Shield 
plans as far as actual medical care and 
operations are concerned. But today’s 
elaborate diagnostic procedures can run 


into figures that may bankrupt the 
average working man or white-collar 
worker. Not only does such a person 


dislike the charity-patient tag but often 
he cannot afford the time away from 
work that is involved in sitting around 
at a dispensary waiting until his turn 
ultimately arrives. 

Dr. Berger’s proposal is encouraging 
evidence that the leadership of a large 
and important medical society is suffi- 
ciently aware of both the problem of 
the middle-income patient and _ the 
threat of government insurance to de- 
velop a plan to meet both these chal- 
lenges. 





PERSONAL SIDE OF THE BUSINESS 





Artemas C. Leslie, Jr.. son of the 
Pennsylvania insurance commissioner, 
has gone with the G. Harold Moore 
agency of State Mutual Life at Pitts- 
burgh. 

John E. Hudson, former assistant 
manager of the Metropolitan Life at 
Jamestown, N. Y., and now manager at 
Tonawanda, N. Y., was honored at a 
dinner at Jamestown. Theodore Vim- 
merstedt was toastmaster and presented 
Mr. Hudson a gift on behalf of James- 
town district employes. 

Nelson A. Davis, retired manager for 
Guardian Life at San Francisco, and 


long interested in viticulture, the culti- 
vation of the vine and grapes for wine 
production, is pursuing the study further 
as a student at the University of Cali- 
fornia. 

Harry S. McConachie, vice-president 
and superintendent of agencies of Amer- 
ican Mutual Life, was “honored for his 
services as president of L.I.A.M.A. ata 
reception and dinner at Des Moines. 
The affair, given by Charles J. Zimmer- 
man, managing director of L.I.A.M.A., 
also honored Ray E. Fuller, agency vice- 
president of Equitable Life of Iowa, an 
L.I.A.M.A. director. Executives of 10 
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member companies, leaders of the ma- 
jor life insurance organizations of Des 
Moines, and Commissioner Fischer were 
on hand. 

Chris Finsness, who has been in the 
publicity department of Northwestern 
National Life since 1940 and has been its 
editor of Northwestern National News, 
has been recalled to active duty in the 
navy. He is a naval aviator and served 
3% years in the last war. He will be 
in the navy about 18 months and during 
his absence the editor of Northwestern 
National News will be James Grymyr. 

George W. Anawalt, Indianapolis gen- 
eral agent of Indianapolis Life, has just 
celebrated his 30th anniversary with the 
company. He has been one of the com- 
pany’s most consistent producers and 
has been on the honor roll continuously 
since it was originated in 1938. He has 
the longest sustained production record 
of any of the company’s field men. 





_ DEATHS — 


MABRA C. JONES, supervisor of 
the home-security department of Wood- 
men Central Life, died at Chicago. He 
had been with the company since 1940. 
He was also former comptroller, and 





later assistant secretary of American 
United Life. He had been with that 
company 20 years. 


CHARLES F. HIBBARD, a retired 
general agent of Northwestern Mutual 
Life at Detroit, died there. His father, 
the ae C. F. Hibbard, established the 
Cc. Hibbard Co. local agency at Mil- 
wat in 1870. 


JOHN C. RUSSELL, 32, general 
agent in western New York for Union 
Mutual Life, died in a Buffalo hospital. 
He had been in insurance work 33 years 
in various parts of the state, formerly 
at Syracuse, Utica and Albany. He 
Was a frequent speaker before organiza- 
tions on life insurance topics. 





Malcom Adam, left, president of Penn 
Mutual Life, presented the annual Presi- 
dent’s Award to the Forrest J. Curry 
agency at a special dinner ceremony at 
San Francisco. The award was accepted 
by Mr. Curry, shown on the right. This 
was the second time the Curry agency won 
the award for “rendering the most dis- 
tinguished service.” Special recognition 
was given top producers, headed by Karl 
Bach. 


NATIONAL SALES UP 24% 
Detroit, Delaware 
Lead in Ordinary 
Sales for September 


Detroit was September leader in ordi. 
nary production among the large cities 
with a 34% gain over September of last 
year. Los Angeles placed next witha 
28% increase, and Cleveland was third 
at 26%. 

September gains among the states 
show Delaware sales up 49% over the 
same month of last year, and a 43% jn. 





crease for North Carolina. Arizona, 
with a 30% increase, led for the third 
quarter, pa Cleveland, with an 18% 


gain, was the large city leader for the 
same period. 

Countrywide sales for September 
were up 24%, while through the third 
quarter sales gained 13%. 


Wis. Insurers Seek Easing 
of Investment Restrictions 


MADISON, WIS. — Liberalization of 
the investment laws governing domestic 
life companies is sought in bills pre- 
sented to the Wisconsin legislative coun- 
cil. The bills are endorsed by the in- 
surance department. 

An accompanying note claims changes 
are necessary to enable Wisconsin com- 
panies to meet investment competition 
of out-of-state insurers operating under 
less restrictive regulations. 

If approved, the measures would en- 
able companies to invest in industrial 
securities without limit, as against the 
present restriction of 15% of a com- 
pany’s admitted assets. Also, the bill 
would enable companies to invest in 
Canadian governmental bonds and mort- 
gages, and in real property loans and 
leasehold estates up to two thirds of 
market value, instead of the 50% pres- 
ently allowed. 

It is pointed out that industrial ex- 
pansion was financed by the government 
during the war. Since that time, how- 
ever, industry has continued to expand, 
and the need for capital has been great. 
Most out-of-state companies are not 
restricted as to the aggregate amount 
of unsecured notes and debentures which 
may be acquired for investment. If the 
great activity in the issuance of indus- 
trial securities continues, retention of 
the 15% limitation may in a compara- 
tively short time serve to restrict Wis- 
consin companies from partaking in this 
investment area, it is s is said. 


Ralph and James Love Are 
Key Figures in New Book 


Ralph H. Love, general agent of Con- 
necticut Mutual at Hartford, and James 
R. Love, general agent of New England 
Mutual at Peoria, IIl., figure prom- 
inently in the new book, “T Never 
Thought We'd Make It,” a_ story of 
the Love family in its formative years. 

In a lengthy review of the book, Time 
magazine says: “. . . while most Amer- 
ican immigrant families prefer to forget 
their early struggles— or make them 
sound like Life with Father—the Love 
tribe remembers the triumphs and trib- 
ulations of its hard years with pride, 
amazement and nostalgia. The result is 
a wonderful piece of Americana. . .” 
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Women, as Company Directors 


Mrs. Rustin McIntosh, president of 
Barnard College, who recently addressed 
the senior women employes of Home 
Life of New York on the special con- 
tribution that women can make in the 
business | world, might well have in- 
cluded something on the contribution a 
woman can make as director of a life 
company—such as addressing its women 
employes on the special contribution 
that wonien can make in the business 

rid. 

Mrs. .McIntosh is Home Life’s first 
woman, director. She was elected almost 
two years ago. Formerly dean and now 
president, of one of the world’s largest 
women's, colleges, Mrs. McIntosh, ac- 
cording to the Reader’s Digest, “exerts 
and inflience that is already deeply felt 
by a genération of young women. 


Runs Down Lost Policyholders 


In an 18-month period State Mutual 
Life has found 65% of all lost pol- 
icyholders on its books. When the proj- 
ect was//started in April, 1951, there 
were 1,217 cases to solve; so far 787 
policyholders or their beneficiary or 
nearest blood relative have been traced. 
It has tost approximately $5 per dis- 
covery, according to Sherman S. Lud- 
den, manager of the policy service de- 
partment. ; slag Ln 

Every; possible clue is followed. First 
the general agent uses all local resources, 
checking city directories, former neigh- 
b membership lists and known 
f employment. If he is unable 
‘helpful information, the case 
ed back to home office. 
hone calls and letters to distant 
, college alumni associations, 
, Newspapers and town clerks 
eh used in the continuing probe. 
ame time and effort is used to 
towners of small policies as in 
Se of larger ones. A case in- 
a $4 cash surrender value is 
ffejust as much attention as one 
Mifivolves a major death claim. 
most satisfying settle- 
iS was in the case of a 26-year-old 
po restaurant porter who pur- 

d a $3,000 20-pay life policy in 
1920,.»He paid semi-annual premiums 
until 1929 and then took a policy loan. 
That was the last the company heard 
from him. Periodically the general 
agency made inquiries about him but 
withont success. 

Last November the home office took 
over, the search. A letter to the sole 
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beneficiary, a sister living in Greece, 
uncovered nothing. She hadn't heard 
from him since 1927. Only by a set of 
fortunate circumstances did the letter 
even reach her. She had married but 
luckily the postmaster remembered her 
maiden name. 

However, contact with the pastor of 
a large Greek church at Chicago re- 
vealed that the policyholder had died 
five years before, somewhere in Wiscon- 
sin. Further tracing determined that 
he had died penniless at Fond du Lac. 
At the time of burial no one knew his 
first name or the correct spelling of his 
last name, which didn’t help matters. 
Finally a certificate of death was ob- 
tained and a check covering the death 
claim proceeds was sent to the sister in 
Greece. 

Some cases have been easier, some 
more difficult, but the ever-continuing 
search for stray policyholders goes on. 








Pacific Actuaries Hold 
25th Anniversary Meet 


Actuarial Club of the Pacific States 
celebrated its 25th anniversary at its 
meeting at Pebble Beach, Cal. 

Attended by 17 of the club’s charter 
members, the meeting heard Francis M. 
Hope, Occidental Life of ‘California, out- 
line the group’s 25-year activities. 

Current insurance actuarial problems 
were considered, including ratemaking 
on A. & H. insurance discussed by John 
Hook, Standard of Oregon; O. J. Myers, 


Occidental; James Davidson, Sunset 
Life, and Marcus Gunn, California- 
Western States. 

Ratemaking, experience rating and 


legislative developments in group insur- 
ance were covered by Ralph Walker, 
Pacific Mutual; Richard Mellman, Pru- 
dential, and Mr. Gunn. 

Recent reductions in non-participating 
premiums made by many companies and 
the advisability of using more modern 
annuity tables for annuities and settle- 
ment options were discussed by Arthur 
Havens, Pacific Mutual; G. E. Cannon, 
Standard of Oregon, and Charles Mehl- 
man, California department. 

New developments in electronic com- 
puters used by life companies were out- 
lined by Harold Paff, Prudential; A. C. 
Olshen, West Coast Life, and L. F. 
Slezak, Occidental. 

Gordon Bingham of Northern Life of 
Seattle was elected president; A. C. 
Olshen of West Coast Life, vice-presi- 


dent, and Harold G. Paff of Prudential 
at Los Angeles, secretary. 


Simkin’s Currier & Ives 
Book Is Fine Panorama 


Colin Simkin, assistant manager of the 
public information and advertising de- 
partment of Travelers, has edited a pan- 
orama of the mid-nineteenth century 
scene, “Currier & Ives’ America” which 
has been published by Crown Publishers, 
Inc., New York. 

Mr. Simkin is a leading authority on 
the works of Currier & Ives. Since 1936 
he has directed the production of the trav- 
elers annual Currier and Ives calendars, 
an idea he originated and which has been 
credited with an intense revival of inter- 
est in the lithographic prints. 

The new publication offers 80 choice 
prints in full color with extended’ com- 
mentary by Mr. Simkin on the prints 
themselves and the times they portray. 
The book is 12 inches by 16 inches and 
the prints are 10 inches by 14 inches. 

The prints best represent Currier & 
Ives from the view of historical value, 
beauty, interest, popularity and rarity. 
Many of them have never appeared in 
color in any other book and some of the 
prints were never before reproduced in 
color. 

Mr. Simkin has become a leading col- 
lector of Currier & Ives prints. In his 
foreword, he defines the purpose of the 
book as a presentation of American 
history as seen through the prints of 
Currier & Ives during one of the most 
important periods in our history from 
the 1830s to the 1880s when America 
was at its most picturesque. 





Hear Hancock Group Man 


In view of the prospect that compul- 
sory disability insurance bills will be 
introduced in the coming legislature, 
Insurance Buyers Assn. of Minnesota 
invited Charles Kreiser, manager group 
department of John Hancock Mutual 
Life at Minneapolis, to discuss the sub- 
ject at its Oct. 28 meeting. Mr. Kreiser 
explained problems of satisfactorily un- 
derwriting and administering a group 
plan, the elements that go to make up 
the cost, what can be expected in the 
way of claims experience and_ the 
criteria a buyer should use in evaluating 
competitive proposals or plans. 


Presents C.L.U. Designations 

FE. L. Connell, manager for Travelers, 
president of Nashville C.L.U. chapter, 
presented designations to three members 


at the October meeting. Certificates 
were also awarded to three W. Q. M. 
D. R. T. members. 








$10,000 Minimums Ke 
for Special Policies 
Not Uncommon 


There are now at least a dozen life 
companies that issue special policies 
with a $10,000 minimum. This is a com- 
paratively new development. A number 
of years ago companies began issuing 
special policies with a minimum amount 
of $2,500. Later the amount was in- 
creased to $5,000 and today a very large 
number of companies have $5,000 mini- 
mum contracts issued on the ordinary 
life basis at a low rate and usually nom- 
inated as a preferred risk policy. This 
has been the situation for 10 years or 
more, but within the last few years 
some companies have shown a disposi- 
tion to move the minimum amount up to 
$10,000, 

It has been found that such policies 
are, in effect, competitive weapons. They 
induce the prospect to ‘buy a_ larger 
amount of life imsurance than might be 
purchased outherwise. The decreased 
purchasing power of the dollar has made 
a $5,000 policy less impressive than it 
was formerly. It may be that there are 
as many prospects today for a $10,000 
minimum policy as when companies 
commenced to issue policies in a mini- 
um amount of $5,000. 

Those writing these contracts say 
that they produce a saving in expense. 
It is certainly true that it costs sub- 
stantially less to issue one $10,000 
policy than it does to issue 10 ones, 
five twos or four 2,500 policies. If the 
present trend toward higher minimum 
contracts continues it may be a matter 
of only a few years before from 25 to 
50 companies will be writing special 
contracts with a minimum of $10,000. 
Companies with a good volume of $5,000 
preferred risk business on the books 
all report a favorable experience with 
this type of policy. 





Commits Olfactory Nuisance 


The daily papers throughout the 
country carried in a prominent way a 
story about a letter that was received 
by International Life, the life and 
A. & H. company of Austin, Tex., that 
contained a substance giving off a dis- 
agreeable odor which caused a number 
of employes of International Life to 
become ill. About 14 employes were 
taken to the hospital, some of whom 
were suffering extreme nausea and 
headaches. The letter was postmarked 
Oglethorpe, Ga. The matter is being 
investigated by the state toxicologist. 
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AMONG COMPANY MEN 





N. Y. Life Names 
Norton Field V.-P. 
At Chicago Office 


Paul A. Norton has been appointed 
field vice-president of New York Life 
with headquarters 
at Chicago. As head 
of the central di- 
vision, Mr. Norton 
replaces H. H. 
Hicks, who is on 
an extended leave 
of absence because 
of illness. 

Mr. Norton join- 
ed the company in 
1933 while still a 
student at ‘Nebras- 
ka State college, 
from which he was 
graduated in 1935. 
After receiving a 
master’s degree from Harvard graduate 
school of business admisistration, he 
was appointed assistant manager for 
New York Life at Cedar Rapids. He 
then successively became manager at 
Worcester, Mass., Boston, and Phila- 
delphia. 

In 1947 he was named assistant super- 
intendent of agencies for the southeast- 
ern division. A year later he became 
head of the Houston branch. He was 
assigned to the home office in 1949, 
being made superintendent of agencies 
six months later. In 1951 he was ap- 
pointed an assistant vice-president in 
charge of group insurance sales, and in 
1952 he became agency vice-president. 


Keltie, Brice Advanced 
by Great-West Life 


Great West Life has advanced W. 
Allan Keltie, assistant actuary, to man- 
ager of the life underwriting depart- 
ment, and John W. Brice, reinsurance 
secretary, to underwriting secretary. 

Mr. Keltie has been with the com- 
pany since 1948. He is a graduate of 


Paul A. Norton 








University of Manitoba, and a fellow 
of Society of Actuaries. 





W. A. Keltie John W. Brice 


Mr. Brice joined the company in 1946, 
and became reinsurance secretary in 
1948. 





Boettner Vice-president 
of Philadelphia Life 


Joseph E. Boettner has been elected 
vice-president and 
agencies of Phila- 
delphia Life. He 
was appointed 
superintendent ol 
agencies when he 
joined the company 
in 1951. Before that 
he was Philadel- 
phia manager for 
Home Life. 

Starting with 
Penn Mutual Life 
in 1922, he helped 
organize the Bar- 
rett & Boettner 
Evening agency, or 
as it was called, 
“The Night Agency.” Composed of em- 
ployes working in the home office of 
Penn Mutual during the day and selling 
insurance at night, this agency devoted 
two evenings each week to training and 
three to selling. This effort of Mr. 
Boettner’s eventually resulted in an 
agency doing a volume of several mil- 
lion dollars per vear. 

He left Penn Mutual in 
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icy for juveniles, just that easy to sell. It 
grows as the child grows with NO increase 
in premiums. It’s a flexible grown-up 
policy at child’s rates. A $1000 policy 
issued before age 15 becomes a $5000 
policy at age 21, with increasing liberal 
cash values for emergencies or college 


OMPARATIVELY speaking—agents find 
our famous “Progressive Estate” pol- 


education. It’s only one from a complete 
kit of outstanding policies which Indian- 
apolis Life fieldmen have to offer. If 
interested, write. 
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superintendent of 


come educational instructor for the Phil- 
adelphia agency of Continental Ameri- 
can. Five years later, he joined the 
Stuart Smith agency, and in 1940 be- 
came supervisor, then organizer, for the 
Frank Leonard agency of Mutual Life. 
Shortly afterward he took over the 
Philadelphia agency for Home Life. 


Bankers Life, Ia., Names 
Lewis Agency Director 


Marvin E. Lewis has been named di- 
rector of agencies of Bankers Life of 
Iowa. Formerly 
superintendent of 
agencies, he now 
assumes full charge 
of ordinary sales 
operations, succeed- 
ing W. F. Win- 
terble, who resigned 
because of health. 

Mr. Lewis began 
with Bankers at the 
Des Moines agency 
in 1924, where he 
qualified almost im- 





mediately for the 
company’s top sales M. E. Lewis 
organizations. 


In 1930 he became regional supervisor 
at the home office, subsequently being 
named assistant superintendent of agen- 
cles in 1937. 

He has been active in the L.I.A.M.A., 
and the Des Moines Assn. of Life 
Underwriters. 


Northwestern Retires 19 
After 613 Years Service 


Nineteen employes with a total of 613 
years of service at Northwestern Mutual 
Life are retiring Oct. 31 under the com- 
pany’s home office employe security 
plan. With the company’s rule of com- 
pulsory retirement at 65 now becoming 
fully operative, there will be none in 
active service over that age after that 
date. 

Of four officers in the group, the old- 
est in point of service is John J. Hughes, 
assistant director of agencies, with 52 
years. Harry A. Wood, assistant comp- 
troller, and Harvey B. Underhill, as- 
sistant actuary, have 51 years, and 
Clarence C. Klocksin, legislative coun- 
sel, has 46 years of service. 

Three supervisors are Emiel C. Gerndt, 
comptroller’s department, 39 years; Er- 
nest B. Larson, president’s department, 
49 years, and Arthur E. Ott, actuarial 
department, 44 years. 

Other retiring staff members have 
varying length of service up to 48 years. 
They are: Louis H. Conger, Jacob J. 
Demmer, Loren A. Earle, George D. 
Gohl, William Humphreys, David Jones, 
Richard Jones, Robert C. Lange, Anton 
Peserl, John Sauer and William E, 
Schroeder. 

Mr. Hughes started as a messenger 
boy when only 15 and has been at the 
home office continuously since 1900, ex- 
cept for two years when he was a statis- 
tician in the Chicago general agency. 

Mr. Wood joined the company in 
1901, becomnig auditor in the home of- 
fice in 1932. He has been assistant 
comptroller since 1947. 

Mr. Underhill also went with North- 
western in 1901, becoming head of the 
change calculation division and later 
supervisior of the surrender correspon- 
dence division. Since 1947 he has been 
assistant actuary. 

Mr. Klocksin started in the actuarial 
department in 1906. After acquiring a 
law degree at Marquette university in 
1922, he was transferred to the law de- 
partment, became assistant legislative 
counsel in 1930, and was appointed leg- 
islative counsel in 1935. 





Woodmen Central Names Angle 


Woodmen Central Life has named 
John Angle associate actuary. He is 
presently with the air force, and will 
assume his duties upon discharge in 
January. 

Mr. Angle was formerly actuary of 
Union National Life. 





Four Officials Appointed 
By Connecticut Mutual 


Four men have become officials of 
Connecticut Mutual Life. Earl M. Smj 
Carleton T. Hazen and Albert J. Nichols 
were advanced to actuarial stipervisors 
Clifford E. Benson was promoted to as. 
sistant supervisor of policy loans, 

Mr. Smith joined the actuarial depart. 
ment in 1921. For many yeaks he ha; 
supervised the plan change division and 
in 1949 was given broader stipervision 
of several major actuarial activities a; 
administrative assistant. aH 

Mr. Hazen has been with the actuarial 
department since 1923. He was ap. 
pointed actuarial assistant in 1949 and 
has engaged in a number of specialized 
activities, including relations with ingyr. 
ance departments. 

Mr. Nichols became a member of the 
actuarial department in 1930. His re. 
sponsibilities were increased in 1949 and 
as administrative assistant he ‘has been 
charged with the over-all supervision of 
an important portion of the ‘actuarial 
clerical staff. 

Mr. Benson joined the company jn 
1922. He has served in the accounting 
department and several years ag cashier 
of the Minneapolis agency. In;1931 he 
entered the home office policy loan de- 
partment, where for many years he has 
been assistant to the head ‘df. the 
department. 


Travelers Appoints Two 
As Assistant Actuaries 


The appointments of Richard A: Get- 
man and Charles G. Lincoln as assistant 
actuaries in the life actuarial department 
of Travelers have been announced. _ 

Mr. Getman joined the company in 
1931 and has been an actuarial depart. 





R. A. Getman Cc. G. Lineoln 


ment supervisor for the past five years. 
He is a Phi Beta Kappa graduate of 
Williams college. He served with the 
United States navy in World War I 
and was separated from active sefvice 
.as a lieutenant. Mr. Getman is an as- 
sociate of both Society of Actuaries,and 
Casualty Actuarial Society. aa 

Mr. Lincoln has been with Tr 
since 1937 and has been an acthagia 
supervisor for two years. He was gi@ 
uated from Wesleyan university. Dj 
the war he was an instructor if 
naval flight preparatory school at” 
leyan and later served on the staff 
the radiation laboratory at Mas i 
setts Institute of Technology. Hejsmm 
associate in Society of Actuaries. 4 




























Ferree Joins New York Lif 


Charles E. Ferree, Jr. has joine@ 
York Life as an administrative assist 
in the sales promotion division of 
agency department. He was form 
with the public information and 
tising department of Travelers at_ 
ford. 
A graduate of Colgate, Mr. 
started with Travelers in 1939. A 
marine corps service he returned 
Travelers in 1946, and has been in 
vertising, publicity, sales promotion 
public relations work there. 








The Leuzinger agency of Ohio. 5 
Life at Columbus, led all company ag 
cies in production through the_ th 
quarter. py 
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Wyoming License Hearing 
Continued to November 


Hearing on the license revocation ac- 
tion involving Sterling Ins. Co. in 
Wyoming has been continued until 
the second week of November. At the 
opening of the hearing, which was 
called by Commissioner Taft, infor- 
mation was presented on _ the qualitica- 
tions of Sam -C. Parker of Denver, who 
has applied for non-resident license in 
Wyoming to represent Sterling, and on 
Leeman G. Oler of Rawlings, Wyo., 
who has been representative of Ster- 
ling. ’ 

The insurance department alleges 
that Sterling has been guilty of four 
yiolations of business practices. 

Attorney George Guy and Lloyd 
Cowden of Cheyenne are representing 
Parker and Oler. The state is represent- 
ed by Attorney General Harnsberger, 
assisted by Byron Hirst. Sam .C. Parker 
is president of Sterling - Colorado 
Agency, Inc., and is state manager for 
Colorado, Wyoming and Montana for 


Sterling. 


Mass. Mutual Sales Gain 


Paid ordinary and group production 
for Massachusetts Mutual Life through 
the third quarter was up $38,702,993 to 
$293,155,652, a 15% increase over the 
first nine months of last year. Ordinary 
sales accounted for $242,565,412, a $15,- 
093,772 gain over the first three quarters 
of 1951. 

Insurance in force reached $3,558,- 
719,096. Ordinary in force showed a 
gain of $136,709,429 to $3,321,614,098, 
while group was up $48,717,397 to $237,- 
105,848. 

Receipts for the nine months gained 
$11,896,093, and assets jumped $83,872,- 
562 to $1,507,625,628. 


Pru Starts Fla. Planning 


Kemp, Bunch & Jackson, Jacksonville, 
Fla. architectural firm, has been selected 
to prepare studies, plans and _ specifica- 
tions for the proposed new southern 
home office in Jacksonville of Pruden- 
tia The company holds options until 
mid-1953 on more than 18 acres of prop- 
erty in that city. 


American United Birthday 


American United Life will observe its 
%sth anniversary at a dinner for 300 
members of the home office and guests, 
Nov. 7. An open house will be held the 
following day. 


Amer. Bankers Progresses 


The ordinary life department of Amer- 
can Bankers Life of Miami expects to 
commence operations in November, ac- 
cording to a message from Chairman 
Kirk A. Landon. Actual writing of 
credit life and credit disability insurance 
commenced in September and it appears 
that a minimum of $100,000 per month 
in premiums will be written. 

A reinsurance arrangement has been 
effected with Lincoln National Life and 
an executive of that company was in 
Miami aiding in setting up American 
Bankers accounting and home office 
records, Mr. Landon said. 


Williams Is Sunland Chief 


_ Sunland Life of Arizona, which has 
its home office at Scottsdale and started 
Writing business last April, has capital 
of $125,000 and surplus of $60,000. The 
President is L. A. Williams, one of the 
Promoters and a former general man- 
ager of Country Life of Illinois and 
on of Iowa Life. He has been in the 
business for 35 years and earlier was 
orn at Chicago from 1926-28 for 
Muitable Life of Iowa and before that 
With Northwestern Mutual Life. 

' John B. Shoeman, vice-president, has 
Bint life insurance sales background. 
*he secretary is Charles N. Ronan, for- 
merly manager of Blue Cross in Arizona. 














Cecil B. Raleigh, treasurer, for four 
years has operated a general insurance 
agency at Scottsdale. Fred A. Kemp, 
formerly with Iowa Life, is chief under- 
writer, and Lorne O. Larson, formerly 
with North American Life of Canada, 
is superintendent of agents. 





Vote on Capital Boost 


Stockholders of National Home Life 
of St. Louis at a meeting Friday will 
vote on a proposal to increase the shares 
of capital stock from 200,000 to 500,000, 
par value $1, and to authorize issuance 
of 50,000 shares of the stock at a price 
of $1 per share. 





Equitable Society has purchased a site 
at Sutter and Montgomery streets, San 
Francisco, for $1,250,000 on which it 
plans to erect a 26-story building. Ex- 
cept for its own agency requirements, 
the building will be leased for offices. 
Construction is to start early in 1953. 





Pierce Ins. Co. of Los Angeles is now 
occupying its new, two-story home office 
at 10621 Victory boulevard. 


Old Equity Life of Gary, Ind., has been 
admitted to Ohio. 








Manhattan Life will conduct a No- 
vember sales drive in honor of Elder 
A. Porter, vice-president and chief ac- 
tuary. 
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Penn Mutual Sets 
Up 3 L. A. Agencies 


Penn Mutual Life has_ established 
three general agencies in the metropoli- 
tan Los Angeles 
area, appointing 
three new general 
agents. 

G. Sidney Barton 
will head the Los 
Angeles agency; 
James L. Gessner 
will tbe in charge 
at Pasadena, and 
James W. Lantz, 
Jr., will head the 
Long Beach 
agency. 

The Los Angeles 
agency will con- 
tinue at 1111 Wil- 
shire boulevard, where the first west 
coast premium collection office will be 
opened. Los Angeles general agent 
until recently was Frederick A. Schnell, 
who resigned to go with Prudential. 

More than 300 guests attended a spe- 
cial dinner honoring the new agents 
at which Malcolm Adam, president, off- 





G. S. Barton 
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ciated at a special installation ceremony. 
All three men are C.L.U.’s. Mr. Bar- 


ton joined Penn Mutual in 1946 follow- 
ing naval service. In‘1949 he was ap- 
pointed district manager, and for some 
time has served as assistant general 
agent at Los Angeles. 





J. W. Lantz, Jr. J. L. Gessner 


An army veteran, Mr. Gessner went 
with the company in 1941. He has been 
supervisor at Pasadena since 1949. He 
is president of Life Agency Supervisors 
Assn. of Los Angeles. 

Starting with the company in 1939, 
Mr. Lantz was named district manager 
at Los Angeles in 1949, in charge of 
Long Beach and‘ vicinity. He is a past 





THE 





LU 


LE 








NATIONAL 

















LIFE AND 








\Wee Ved od fo] =," is aw 











WES 7. tels 














Woh 


































































































TR 


SKIELDS 














This fruition of the labors of all the year re- 
minds us again of Life Insurance and how it 
serves thoughtful people who plow under a 
part of each year’s income as a safeguard 


against the uncertainties of the future. 
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6 HARVEST 


The corn is in the shock, the tobacco is in the 
} barn, cotton pickers are in the fields, county 
fairs are in full swing, nights are crisp and days 
are growing short. It's harvest time. 
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president of Long Beach Life Under- 
writers Assn. 


Mellinger Lincoln National 
General Agent at Akron 


Lincoln National Life has appointed 
Frank J. Mellinger general agent at 
Akron, O. He suc- 
ceeds the late John 
H. Geer. The 
agency will cover 
five counties in 
northeastern Ohio. 

Mr. Mellinger 
joined Lincoln Na- 
tional in 1946 as 
special representa- 
tive at Valparaiso, 
Ind., and for the 
past four years 
has been at South 
Bend, Ind. He is 
a graduate of Indi- 
ana University in 
business administration. After gradua- 
tion he served four years in the army. 

He became one of Lincoln National’s 
top producers and now has more than 
$1% million of insurance in force. He 
has appeared as a speaker at his com- 
pany’s conventions and has won the 
national quality award for four years. 
He is a graduate of the Purdue course 
and has served as an instructor there. 


Earl Ricker Is Appointed 
Associate General Agent 


Earl Ricker has been appointed asso- 
ciate general agent for Kansas City Life 
in the E. L. Arthur agency, Tampa, 
Fla. With headquarters in St. Peters- 
burg, his territory will cover the lower 
west coast of the state. 

A 1923 graduate of the University of 
Pennsylvania, he sold bonds for the 
First National Bank of Boston and later 
went into the insurance business, with 
which he has been associated for more 
than 20 years as a personal producer, 
assistant manager and branch manager. 
For the last three years, Mr. Ricker has 
been manager of the Lowry agency of 
Gulf Life at Tampa. 

He has been active 
work, 


T. W. Jackson in New Post 


Prudence Life of Chicago is opening 
an agency at Richmond, Va., with T. 
Walker Jackson as state manager. 

Mr. Jackson for several years was 
with the Georgia department as 
chief deputy. He formerly was general 
manager of United National of Georgia 
and also vice-president of Southern Life 
of Georgia. 


Kelehan to Cedar Rapids 


James L. Kelehan has been appointed 
district manager at Cedar Rapids, Ia., 
for the State Farm companies. He suc- 
ceeds William I. Martin, who was killed 
in a plane accident. Mr. Kelehan for- 
merly was manager of radio station 
KIOA at Des Moines. 





F. J. Mellinger 





in association 











Prudential has opened a detached of- 
fice at Hicksville, N. Y. It forms part 
of the’ Huntington district, under the 
supervision of Manager Sylvester J. 
Brooks. 





Cleveland General Agent 
for Columbian National 


William B. McPhetridge has become 
general agent in Cleveland for Colum- 
bian National Life to succeed David A. 
Truman, who has been named co-gen- 
eral agent at St. Louis. 

Mr. McPhetridge began with John 
Hancock in 1941. After war service, he 
became an agent at Cleveland for Bank- 
ers of Nebraska; four years later, he 
became agency supervisor for State 
Mutual at Cleveland. 

He has been a member of the Ohio 
Leaders Club for two years, is a three- 
time winner of the national quality 
award, and has been a director of Cleve- 
land Assn. of Life Underwriters for 
seven years. 





Peacock to Raleigh; Horton 
to Charlotte for Prudential 


Prudential has appointed Lucian A. 
Peacock manager at Raleigh to succeed 
Arch Ames, who retires after 20 years 
with the company. Mr. Peacock had 
been temporary manager at Charlotte 
since the resignation of Edgar L. Laney 
last August. Edward L. Horton is the 
new manager there. 

Mr. Peacock went with the company 
at Wilson, N. C., in 1944, and became 





L. Horton 


L. A. Peacock E. 


assistant manager at Durham in 1946. 
Mr. Horton joined the company at 
St. Louis in 1939, and subsequently be- 
came an assistant manager, home office 
training consultant, and a regional man- 
ager. He is an army veteran. 

Mr. Ames started at Miami before 
moving to Raleigh as assistant manager, 
He has been manager there since 1946. 


Life & Casualty Shifts Two 


N. D. Jennings has been promoted to 
manager of Life & Casualty at Mont- 
gomery, Ala. Anson B. Yeager, former 
manager at Montgomery, has’ been 
transferred to Columbia, Tenn. 

Mr. Jennings, with the company for 
eight years, was a former superintendent 
in the Nashville No. 1 district. 


P. M. Advances Aiken 


Pacific Mutual Life has promoted 
Philip Aiken, group insurance repre- 
sentative at Chicago, to manager of the 
Newark regional group office. 

Before joining Pacific Mutual in June, 
he was with Massachusetts Mutual Life 
for 3% years. He was graduated from 
Miami university with a degree in busi- 
ness administration. 














National Equity Life has increased its 
retention limits from $12,500 to $15,000. 





and experience. 


The National 





SALES PROMOTION OPPORTUNITY 


One of top ordinary life companies has opening in Sales Promotion and 
Advertising Department for aggressive young man. Knowledge of life 
insurance business and aptitude for sales promotion work essential. 
Fine future for right man. Please give complete resumé of background 


Box N-82 


175 W. Jackson Blvd. 
Chicago 4, Ill. 


Underwriter 





ACCIDENT AND HEALTH 





Hospital Rates Up 
7% in 1952 


American Hospital Assn. in its re- 
cently published annual study of hos- 
pital rates says that the most common 
daily room rates charged in all U. S. 
general hospitals in 1952 was $12.23 for 
a single room, $9.68 for a two-bed room, 
and $8.24 for a multi-bed room. These 
rates are approximately 7% higher than 
similar accommodations in 1951, and 
more than 40% higher than those of 
1947. 

The report indicates that of hospitals 
participating in the survey, 33% of the 
patient days were paid for by Blue 
Cross; 18.8% by insurance companies, 
7.8% by governmental agencies, with 
the remaining 40.3% being paid for by 
the patients themselves. Large hospitals 
serve slightly more Blue Cross and in- 
surance company patients than small 
hospitals, and the non-profit hospitals 
more than proprietary hospitals or gov- 
ernment hospitals. 


New Miami A. & H. Officers 


Greater Miami Assn. of A. & H. Un- 
derwriters has been reorganized. Philip 
F. Clarke, Jr., Connecticut General Life, 
is the new president. Other officers are: 
First vice-president, John Lanning, 
Bankers Life & Casualty; second vice- 
president, Martin Grossman, Educators 
Mutual; secretary-treasurer, Lynn _ S. 
Haynes, Occidental Life. 


Brooklyn Officers Installed 


Brooklyn Assn. of A. & H. Under- 
writers on this week installed new of- 
ficers, Harry M. Schecter of LeVine & 
Schecter, being the new president suc- 
ceeding George J. Mutari. Joseph P. 
LoTruglio, Union Mutual Life, is first 
vice-president; Peter A. Kovell, U. S. 
Life, second vice-president; Blaise 
Cascio, Equitable Society, third vice- 
president. John J. Kelly is treasurer; G. 
Robert Gunnerson is financial secretary, 
and Ralph Caputo is secretary. 


Reorganize Ohio Locals 


A new Tri-County Assn. of A. & H. 
underwriters has been set up in Ohio, 
replacing the old Canton and Akron as- 
sociations, which have been dormant for 
about two years. The new group in- 
cludes A. & |H. men in Stark, Summit 
and Portage counties. 

W. A. Knight, Federal Life & Cas- 
ualty, Cleveland, president of the Ohio 
association, and W. S. Steiger, Massa- 
chusetts Indemnity, Cleveland, second 
vice-president, were on hand at the or- 
ganization meeting. The officers of the 
new association are: President, Griff 
Everett, Akron; vice-president, Howard 
Coron, Mutual Benefit H. & A., Canton, 
and secretary-treasurer, Stanley Akers, 
Royal Protective Life, Akron. 


Describes Types of Salesmen 


Harry Anderson, home office A. & H. 
supervisor of Occidental Life, speaking 
at the October meeting of Los Angeles 
A. & H. Underwriters Assn., described 
three classes of salesmen — routine 
agents, who comprise 85% of the total; 
the analytical type, comprising 10% and 
the creative salesmen, comprising 5%. 
He advised the agents to stick to any 
technique they find to be workable for 
them, stressing that frame of mind is 








—., 
most important. 

He also urged the salesmen to give 
a full explanation of the policy at the 
time of sale in order to reduce claims 
problems. The explanation should 
simple, he added, not in the technica 
language of the policy. In the same Way, 
he said that the stress should be on th 
sale of the idea of insurance, not the 
terms of a particular policy. 

William E. Lebby, Massachusetts Jp. 
demnity, outlined the program for the 
coming A. & H. sales congress, Noting 
that the theme is “Sales.” 


WSSB Allows More Medical 
Expense in Welfare Plans 


WASHINGTON—Salary stabilizatio, 
board has released an amendment to jts 
general regulation 8, revised, which pro. 
vides that health and welfare plans 
authorized under the regulation may 
provide for medical expense benefits re. 
gardless of whether the expense was 
incurred in connection with hospitaliza. 
tion or otherwise. 

The board announced that, as a resylt 
of experience, it appears possible to 
widen the scope of benefits contained 
in a health and welfare plan “which an 
employer may put into effect on a seli. 
administering basis” in accordance with 
the regulation. The amendment con- 
sists of striking out the words “in-hos- 
pital” preceding the words “medical ex- 
pense,” in the introductory paragraph 
of section 1 of the regulation. 


RECORDS 


Paid production for the third quar- 
ter for Bankers Life of Iowa totaled 
$152,640,395, a gain of $2% million over 
the same period of last year. New paid 
September business reached $17,934,756, 
placing insurance in force as of t. 1 
at $1,759,901,601, an increase of $106 
million since the first of the year. 

Life insurance in force through the 
third quarter for Business Men’s Assur- 
ance totaled $602,030,041, a gain of $100 
million in the 15 months since July of 
last year. It took the company 15 years 
to reach its first $100 million in force. 
Production for September was the sec- 
ond highest in company history. 

Columbian National Life assets are 














now over the $100 million mark. The 
company has better than $400 million 
of life insurance in force. 





Production for the first nine months 
for Jefferson Standard Life totaled $114 
million, a 21% increase over the same 
period of last year. Insurance in force 
through the third quarter jumped $72,- 
777,858 to a new high of $1,111,000,000. 

Paid production for Provident Mutual 
Life for the first nine months totaled 
$92,292,000, an increase of 9% over the 
corresponding period of 1951. Insurance 
in force through the third quarter rose 
to $1,490,000,000. 

Production through the third quarter 
for Ohio State Life is up 8% over that of 
last year, while insurance in force gained 
13% to $246,204,337 for the same period. 

Paid production through the third 
quarter for Southwestern Life totaled 
$112,363,878, a 22% increase over the 
same period of last year, and a company 
record. Insurance in force for the first 
nine months was up $65,466,390 to $956,- 
573,702, another record. 

September production for Guarantee 
Mutual Life was up 16% over September 
of last year. A. & H. sales jumped 132% 
for the same month. 








The Stotz agency of Mutual Benefit 
Life at Grand Rapids, Mich., led all 
company agencies in paid production 
for September. 





Raymond F. Low, President 





American Reserve Lire 


Suturance Company 


OMAHA 
Harold R. Hutchinson, Exec V. P. 
Frank W. Frensiley, Agency V. P. 
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Humility, Company Loyalty, 
Business Ethics Needed in 
Rise to Top, W. E. Fox Says 


CINCINNATI—“As you go up the 
production ladder, don’t drop your hu- 
mility, your company loyalty, and your 
business ethics—you'll need them when 
you get on top,” Walter E. Fox, million- 
dollar producer of the Grandson agency 
of Union Central, Chicago, told Cin- 
cinnati Life Underwriters Assn. The 
successful man, he said, must have a 
poundless enthusiasm for life insurance 
and a willingness to pay the price of 
success. He needs to buy his “stuff” 
in order to sell it. 

The basic requirements for good sell- 
ing are the ability to prospect intelli- 
gently, to work hard, to be enthusiastic, 
and to have sufficient knowledge of the 
business. 

The agent must have a high “IPQ’’— 
ability to prospect. Mr. Fox obtains his 
prospects mostly from qualified lists, re- 
ferred leads and semi-referred leads by 
personal observation. He does not hesi- 
tate to ask for lists of names from his 
centers of influence and from every 100 
names circularized, he receives from 
seven to 10 replies. 


Follows Up Leads Personally 


He circularized the president of 100 
companies and got 10 answers. These 
replies are followed up personally—it’s 
too easy to get them on the ’phone, Mr. 
Fox said. By making a lot of calls on 
qualified prospects and practicing per- 
sonal salesmanship, an agent is bound 
to get results. Mr. Fox writes about 
125 cases a year. To date, he has writ- 
ten 98 lives for $945,000 this year, in- 
cluding 19 $1,000 policies. 

It is vital to convince the center that 
the agent will give a professional type 
of service to the person to whom he is 
referred. Mr. Fox asks, “Whom would 
you know if you went into life insur- 
ance? With whom do you bowl, play 
cards, golf?” 

He is alert to spot companies “going 
to town”—he gets 10 to 20 names of 
oficers of such firms simply by asking 
for them on the phone—vice-presidents, 
sales manager, office manager, etc. 

The average man buys the bulk of his 
life insurance over a relatively short 
period of years—usually above five—and 
only 20% buy again from the agent who 
sold them first. It pays to develop pros- 
pects for the future by spending time 
with the younger man. He said the 
agent has to have the ability to sort out 
the “pay dirt’ from the “fool’s gold.” 
At the end of the first interview, he uses 
a standard questionnaire he has devel- 
oped for this purpose, in which he asks 
the key questions that show him the 
prospect’s financial situation and needs. 


Selling Is Full-Time Job 


The agent has to do the things he 

doesn't like to do as consistently as he 
does the things he does like to do. Sell- 
ing is a full-time job. He endeavors to 
have as many people to see in a single 
day as he could possibly see in a week. 
It is important to work consistently 
every day and not rationalize. 
_ The agent not only has to know life 
insurance, he must know about current 
events, domestic trends and_ taxation, 
Mr. Fox declared. It requires about six 
to eight hours reading time at home 
each week. 

“Give your prospect a real service and 
you'll get his business,” he stated. He 
usually Starts the interview with five 
fon-insurance questions, such as, “Have 
you made any tax-free gifts to your 
family?” Mr. Fox demonstrated a short, 
illustrated sales talk, using the marital 
deduction. 

An agent is like a turtle, he can’t 
make progress unless he is willing to 
stick his neck out.” False pride and 
fear are his two biggest bugaboos. “Give 
the prospect a word picture to appeal 


to his emotions and strong enough to 
make him buy.” 

Mr. Fox said agents should have their 
lines “well rehearsed” because the pros- 
pect may be willing to pay $40, $400, or 
more commissions for hearing the pres- 
entation. “Strive for both quality and 
quantity. Be basically honest. Don’t un- 
derestimate the prospect,” he said. 

The agent does not need to entertain 
lavishly. The average agent won’t spend 
a dime to promote himself or personal 
interests. Mr. Fox recommended Christ- 


mas cards, ’phone calls on birthdays, 
monthly blotters, and an_ occasional 
lunch. 


Company Not Real Test 


Talk about a specific company is fatal. 
Mr. Fox tells the prospect he will write 
the insurance in any company, if desired. 
“The real test is not the company, it’s 
in you,” he stated. He places 938% of 
his business in Union Central. 

J. H. Grossman, Union Central, in- 
coming president, introduced the mem- 
bers of his official family. W. W. Wray, 
John Hancock, president C.L.U. chap- 
ter, presented C.L.U. diplomas to the 
successful candidates. Reports on the 
L.U.T.C. program were given by W. L. 





The golden anniversary meeting of St. 





Louis Life Underwriters Assn. attracted 


attendance of 500, the largest since the N.A.L.U. meeting there in 1948. Guests of 
honor were association members who have insurance backgrounds of more than 20 
years. Shown here, from left, are Adam Rosenthal, district manager of General Amer- 
ican Life. chairman of the anniversary meeting; Holgar J. Johnson, president of Insti- 
tute of Life Insurance, the guest speaker; Walter Funk, General American Life, posses- 
sor of a 6l-year life insurance career; Arthur T. Potthoff, Jefferson Standard Life,, in 
the business for 53 years,-and Richard H. Bennett, supervisor of St. Louis agencies, 


General American Life, president of the St. Louis association. 


) 





The 5-Star Prescription 








For the doctor, lawyer, or any prospect who must provide his own old-age income, 
the LNL man likes to prescribe our 5-Star Annuity. 


Optional maturity dates enable the policyholder to begin his income early or late — 
any time from age 50 to 70. This low net cost, participating policy provides life in- 



















The 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Its Name Indicates Its Character 


surance protection in addition to an- 
nuity benefits. Joint and last survivor 
options are right in this flexible con- 
tract. What’s more, family income, 
family protection and other riders 
may be added, and waiver of premi- 
um, disability income and double in- 
demnity are available. 


This attractive 5-Star Annuity is 
another reason for our proud claim 
that LNL is geared to help its field 


men. 


Fort Wayne 1, Indiana 
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Rates $13 per inch per insertion — | Inch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day morning in Chicago office — 175 W. Jack- 
son Blvd. Individuals placing ads are requested 
to make payment in advance. 
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WANTED 


LIFE INSURANCE MANAGER 


For ‘ 
Southern California 


By a well established, non-par- 
ticipating, moderate sized com- 
pany with ample resources. We 
want an ambitious, aggressive 
and experienced man _ whose 
ability exceeds his present op- 
portunity, between 35 and 50 
years of age with experience as 
an actual producer. Must be 
capable of building a real agency 
on a foundation of $15,000,000.00 
of insurance in force in Southern 
California. Exceptional opportu- 
nity for right man. 

Please give age, experience, 
present connections. Corre- 
spondence will be absolutely 
confidential. 


Write N-79, The National Un- 
derwriter, 175 W. Jackson Blvd., 
Chicago 4, III. 


AGENCY SUPERVISOR 
WANTED 


We are an Indiana Company. We want a man 
who can extend our production in the states of 
Indiana and Kentucky. Qualifications must be 
along the Life Insurance and Sickness and Acci- 
dent Non-Can and Can and Hospitalization 
Line. Outstanding opportunity for the man who 
can produce results. Compensation is based on 
salary, bonus, and necessary traveling expenses. 
All inquiries treated confidentially, but give full 
particulars as to age, experience, and expected 


remuneration. Address N-8!, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Ilinois. 











WANTED 
young actuarial student 


Excellent opportunity in pension division of 
rapidly expanding group department of 
leading southern California life insurance 
company. Give educational background, 
actuarial examinations passed, experience 
and personal data. Salary commensurate 
with experience and other qualifications. 
Inquiries confidential. Address Box N-88, 
The National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 











Progressive Insurance Company writing 
all moder» up to date forms of Life, 
Annuity, Health, Accident and Sub- 
standard Insurance. Interested negotiat- 
ing for manager of any State, Territory 
or Nation that we are not operating in 
at present. Will give financial assistance 
for developing territory. Write or wire 
A. M. Miller, President. 


North America Insurance Company 
1800 Block Southmore Boulevard 
Cable Address: NAMCO 
Houston 4, Texas 


MANAGERIAL TRAINEE 
LIFE IN 


Salesman to be trained as Manager. Full training 
course in Kansas City Branch Office. Age 28 to 35. 
Salary Open. , 
M. ELISABETH COCKRILL, 

Personnel ice Co. 


314 Bryant Bldg., Kansas City, Mo. 


INSURANCE DEPT. 








WANTED BROKERS 


To write our Special Policy on Military Officers. 
Minimum $5,000—Maximum $10,000. No war 
clause—world wide aviation coverage—no extra 
premium for pilots. Address N-71, The National 
Underwriter, 175 W. Jackson Blvd., Chicago 4, 
Ilinois. 














DISTRICT AGENT FOR 
MINNESOTA 


Old Established Mid-Western Insurance Com- 
pany with an enviable reputation for Agency 


and Policyhoider service for 50 years has an 
opportunity for a man EXPERIENCED IN SELL- 
ING LI AND ACCIDENT AND 


HEALTH 

HOSPITALIZATION INSURANCE. Must be an 
aggressive salesman able to manage own busi- 
ness and train others successfully. Top writing 
and renewal commissions plus monthly bonuses 
and sales aids to the right man. Give experi- 
ence, - and number of counties desired In 
request for appointment. 


FIDELITY HEALTH AND ACCIDENT 
MUTUAL INSURANCE COMPANY 
Fidelity Building 
Benton Harbor, Michigan 


SPECIAL ANNOUNCEMENT TO 
BROKERS 


Our Company has just made available to 
Officers of the Armed Forces a Special low 
cost plan with world wide coverage — most 
Officers are ae for $10,000—no war clause, 
no_ medical, limited amounts considered on 
aviators. Address N-70, The National Under- 
writer, 175 W. Jackson Bivd., Chicago 4, Ill. 








SENIOR UNDERWRITER 
WANTED 
Rapidly growing Southern Life Insurance Company, 
new 000, 


000,000 in force, requires services of Senior 
Underwriter to 


The National Under- 
- Jackson Bivd., Chicago 4, Iiinois. 











Life Insurance 
Renewal Commission 
Loans 


Up to 5 Years Maturity 
At Bank Interest Rate 


For full details write us stating num- 
ber of years renewals are vested and 
date of contract. 


Renewal Guaranty Corporation 
617 U. S. National Bank Building 
Denver 2, Colorado 





UNDERWRITER WANTED 


Eastern insurance company desires lay under- 
writer with experience in both ordinary and 
week! premium underwriting. Write stating 
qualifications, experience and salary require- 
ment. Address N-78, The Natonal Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 














GROUP INSURANCE 
MAN AVAILABLE 


Successful Group Insurance Salesman—all lines 
including retirement plans with administrative 
and service experience. Now employed. Age 

. background. Address N-80, T 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Harrison, Aetna Life, and on the com- 
munity chest by J. N. Farrar, Connecti- 
cut Mutual. Mr. Fox was introduced by 
Judd C. Benson, manager of Union Cen- 
tral and past président of N.A.L.U. 





Speakers Announced for 
4-Ring Peoria Meeting 


Speakers have been announced for 
the giant life insurance rally at Peoria 
Nov. 7-8, consisting of the midyear 
meeting of Illinois Assn. of Life Under- 
writers, the annual meetings of Illinois 
Round Table and General Agents & 
Managers association and the Peoria 
Sales Congress. 

Speaker at the managers’ meeting 
Friday is Richard E. Pille, agency vice- 
president of Mutual Benefit Life. The 
Round Table will hear an address by 
Raymond W. Hilgedag, Indianapolis 
attorney. David B. Fluegelman, North- 
western Mutual Life, New York city, 
president of the National association, 
and Director Day will speak at the state 
association’s banquet that evening. 

Included on the sales congress pro- 
gram are Coy G. Eklund, manager of 
Equitable Society at Detroit; Dr. L. 
Scoins, vice-president and medical di- 
rector of Lincoln National Life; Harold 
Stein, manager of Metropolitan Life at 
Des Moines; C. S. Ohsner, Columbus, 
O., broker and business insurance spe- 
cialist; Mr. Fluegelman, and Mr. Pille. 





Combine Service, Publicity 


Charlotte (N. C.) Assn. of Life Un- 
derwriters combined public service with 
association publicity in a 4% page news- 
paper advertisement that urged citizens 
to vote, and listed 204 members of the 
association as being “qualified to serve 
you.” The vote appeal related the back- 
ground of the single vote that admitted 
Texas to the union. 





New York City (Long Island branch)— 
Surrogate Howell of Nassau County 
talked on the importance of life insur- 
ance, recounting many experiences from 
his 86 years on the judicial bench to 
emphasize his points. 

Ashtabula, 0.—Perry T. Blaine, stock 
broker, told how life insurance and stock 
investments can be correlated for the 
benefit of the public. 

Wichita — Charles King of Mutual 
Benefit at Kansas City, discussed the 
mental attitudes necessary for success. 
L.U.T.C. certificates were presented by 
Maynard Willis of Farmers & Bankers 
Life, educational chairman. The $15,300 
quota for community chest solicitations 
in the downtown section was exceeded 
by $581. 

Gary, Ind.—J. Alvin Taylor, general 
agent of Franklin Life at South Bend, 
spoke on “Serving the Community 
Through Life Insurance” before the 
Calumet association. 


Milwaukee—L.U.T.C. courses have been 
started and will run for 25 weeks. Daniel 
L. Hart, John Hancock, will conduct the 
beginners section, and Aubrey Comey, 
National of Vermont, the advanced sec- 
tion. 

Dayton, 0.—Distribution of 3,000 “Let’s 
All Vote” lapel buttons is underway. 

Nashville—Robert Reece, district man- 
ager for Life & Casualty, addressed the 
October meeting. 

Dallas—The annual fall round-up sem- 
inar has been set for Nov. 14 along with 
the regular monthly meeting. 

Seranton, Pa.—William McCarthy, Jr., 
field training instructor for Metropolian, 
spoke on the “Value of Life Insurance.” 
Reports on the N.A.L.U. convention were 
presented. 

Pittsburgh—Paul A. Bishop of Knights 
Life, will speak on “Growth with En- 
thusiasm” at the Nov. 6 meeting of the 
Butler branch. “The Right Way Is the 
Easy Way” will be discussed by Ray W. 
Ruffner, district manager for Prudential 
at Washington, Pa., at the Nov. 12 gath- 
ering of the Charleroi branch. The fol- 
lowing day, Paul F. Jimirro, training su- 
pervisor for Metropolitan, will cover 
“Specific Hints in Selling’ at New Castle, 
and Jack L. Cardinal, assistant manager 
for Prudential, will talk on “Term and 
Squirm” at Beaver Falls, Nov. 14. The 
Uniontown branch will hear George J. 


Mucey, manager for Baltimore Life at 
Washington, Pa. on “Wake Up ang 
Live” at the Nov. 18 meeting. 

Tampa, Fla.—F. F. Tally of Acacia yy. 
tual Life at Fort Benning, Ga., discy 
life insurance selling under Deaceting 
and wartime conditions at a joint meg, 
ing with the Life Agency Cashiers Assn, 

Atlanta—W. Sheffield Owen discusses 
“The Quest for Security” at the October 


~ POLICIES 


ADD NEW PLANS 


Minnesota Mutual 
Reduces Term Rates 


Minnesota Mutual Life has reduced 
premiums on the following term plans: 
five-year term convertible to life paid-up 
at age 85; 10 and 15-year convertible 
term, family income rider, family maip. 
tenance rider, mortgage redemption 
rider, and mortgage redemption policy, 

The company has also introduced a 
five-year contract convertible to retire. 
ment income bond at age 65, and term 
to age 65. 

In addition, conversion to date of 
issue will be made for 105% of the dif- 
ference in reserves after two years on 
decreasing term, and after five years on 
level term. Former conversion was to 
110%. The liberalized privileges mean 
that the amount which may be con 
verted without evidence of insurability 
on decreasing term plans is increased to 
100% of the amount in force at the time 
of conversion, provided there are at least 
15 years remaining to the expiry date of 
the rider. 

The former $5 monthly income disa- 
bility benefit has been replaced with 
one providing $10 per $1,000 of life in- 
surance. Total and permanent disability 
must occur while the policy is in force 
before age 55. The $10 per $1,000 in- 
come would then be paid from the sixth 
month of total disability to age 65, or 
prior maturity of the policy. The policy 
will mature for life or endowment plans 
at age 65 for face amount if the insured 
continues totally disabled and receives 
the monthly income to that age. 

New limits of the revised occupation 
manual show a maximum of $250,000 
at ages 25-50. 
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New Preferred Whole Life 
Policy for Prudential 


Prudential has announced a new pre- 
ferred whole life policy available to 
select risks and issued at ages 21 to 59 
in amounts up to $200,000. The mini- 
mum amount for which a policy may be 
written is $10,000 for male lives and 
$5,000 for females. ; 

The new policy includes the regular 
premium waiver disability benefit and 


the usual settlement options. Annual 
premiums are: 

Age Prem. Age Prem. Age Prem. Age Prem. 
21 $16.58 31 $21.57 41 $29.96 51 $44.22 
22 16.98 32 22.23 42 31.08 2 46.07 
23 17.40 33 22.92 43 $32.25 53 48.01 
24 17.84 34 23.64 44 33.49 54 50.06 
25 18.30 35 24.40 45 34.79 55 62,22 
26 18.79 36 25.21 46 36.16 56 54.49 
27 19.30 37 26.06 47 37.61 57 56.89 
28 19.82 38 26.95 48 39.14 58 59.39 
29 20.37 39 27.91 49 40.77 59 62.02 
30 20.97 40 28.91 50 42.48 





Carolina Revises Juvenile 


Carolina Life has revised the death 
benefits, premiums and cash value basis 
of its juvenile policies, which now, 1s- 
sued up to age 14, provide immediate 
full death benefit, except that if issued 
at age under six months the death bene- 
fit is $250 the first policy year. Cash 
values now equal CSO 3% minimum 
cash values. 








Kansas Assn. of A. & H. Under- 
writers held its October meeting at 
Wichita with H. C. Morris, Wichita 
attorney who has made a thorough 
& H. insurance, as the 
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lal 
Rates 


said protection; 5% said investment, 
and 2% nated a combination of some 
of the above functions. 

When asked the most important rea- 
son for buying life insurance, they 
ranked “income for widow” as number 


been that life insurance didn’t start ear- 
lier to get recognition as a business in 
colleges,” ‘he declared. Mr. Graebner 
also charged that part of the reason is 
that the business is “too easy to get 
into,” and urged starting to sell the life 








method the $3,000-a-year man is using, 
or the method the $100,000-a-year man 
is using?” 

Most men fail for a reason which, had 
the manager known it in advance, would 
have kept them from being hired, Henry 





erated his own air- 
line. He is a grad- 
uate of University 
of Southern Cali- 
fornia and Harvard University, and a 
Navy veteran. 
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and congressmen. 

Mr. Graebner pointed out that stu- 
dents surveyed were not solely from the 
commerce and business schools, but 
were a cross section from all types of 
majors and schools. 


James O’Neal, third panel member, 
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calls to service. Production figures 
show the college man is a slow starter, 
but once started, moves ahead fast. 

Guy Morrison, final panel speaker, de- 
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Sales Ideas That Work 





Tracy Discusses Elements 
in Agent's Sales Program 


Four things to consider in selling life 
insurance—sincerity, organization, calls 
and knowledge—were discussed by Ger- 
ard B. Tracy, Prudential, New York 
City, at the opening meeting of the 
Bronx branch of the New York City 
Life Underwriters Assn. 

Mr. Tracy explained that successful 
selling can result from a sincere interest 
in the prospect, proper organization of 
the agent’s time, making the appropriate 
number of calls, and knowledge of a 
good approach and the insurance to be 
sold. 

Only a couple of minutes are avail- 
able to the agent to create the impres- 
sion he is sincerely interested in the 
prospects’ problem, he said. Therefore, 
the use of a good motivating story, 
which will gain their confidence and 
disturb them is essential. Mr. Tracy 
said one point to be established is that 
the agent realizes the prospect has an 
insurance problem, which the agent de- 
sires to assist him with, and for which 
he has a solution. 

A daily schedule should be set up and 
adhered to, Mr. Tracy said. The agent 
should practice prompt arrival at his 
office every day. In his agency, Mr. 
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Fine Business Stationery 
is Watermarked 


Fox River 


=COTTON-FIBER PAPER 


FOR THE 
INSURANCE BUSINESS 


“Say it” on Fox River cotton-fiber paper, and it 
will always be there! Cotton-fiber assures per- 
manence for policies, special settlements, office 
forms, all vital correspondence. Hardest file- 
handling hardly shows. Stays white for years 
. «has that currency-feel that makes an impres- 
sion of stability. Ask your printer for bond, 
onion skin, or ledger samples . . . . or write 
FOX RIVER PAPER CORP., Appleton, Wisconsin. 
Makers of fine papers since 1883. 





Tracy said each agent is expected to 
be at the office at 9 a.m. each day. 

Another item of organization is ar- 
rangement of all appointments by tele- 
phone (it is a professional approach), 
preferably during the first hour of the 
day, Mr. Tracy said. A regular intro- 
ductory sales track should be employed 
by the agent on the telephone, but sell- 
ing of insurance should not be at- 
tempted. 

The agent should use an organized 
sales track when he is talking with the 
prospect, he continued. Memorizing the 
framework of his approach, using suit- 
able phrasing, is advisable. 


Fifteen Interviews a Week 


Fifteen to 20 interviews a week should 
be the goal of every agent, Mr. Tracy 
said. Four or five calls are necessary to 
obtain one interview, and from a week’s 
list at least one or two sales should be 
closed. Mr. Tracy mentioned that an 
experienced agent can average one in- 
terview for every two calls. 

Knowledge the agent needs involves 
what to say to the prospect, he said. 
It also includes use of company courses, 
study for C.L.U. designation, L.U.T.C. 
courses, daily agent meetings, and sub- 
scription to periodicals. 

Referred leads can be obtained, Mr. 
Tracy said, by mentally noting a name 
casually mentioned in the course of a 
conversation with a prospect. He feels 
that this method is superior to directly 
asking the prospect for a lead. 





Use the Outer-Office Wait 
for Reexamining, Relaxing 


The agent who arrives early for his 
appointment and is asked for a few 
minutes to give his prospect time to 
clean up other business, has as his only 
field of operation an outer office, a 
magazine rack, and perhaps two or three 
people he doesn’t know. 

His attitute toward the waiting ses- 
sion can turn the period into a greater 
opportunity for the proposed sale, or 
into a bad case of nervous tension, ac- 
cording to Equitable Items, published 
by Equitable Society. 

The agent who receives the news that 
he must wait with an impolite grunt, 
seats himself but doesn’t relax. He is 
conscious only that he is being forced 
to wait, a necessary evil, but also a 
complete waste of time. Tension grows 
within him and by the time he meets 
the prospect, his nerves become a 
formidable block that must be overcome 
before his best effort can be made. 

The practiced “waiter,” on the other 
hand, makes a point to find out how 
long a wait he has before relaxing. If 
there is time, he will go over the pre- 
sentation he is to about to make to re- 
fresh his memory. If a table or desk is 
available he will set his brief case on 
that before going to work. Or he might 
scan a copy of the company’s house 
organ, or a trade publication to gain 
a better acquaintance with his pros- 
pect’s special problems, and_ possibly 
find a new lead among prominent names 
in the journals. Above all, the loss of 
time has not preyed on his mind and 
nerves, but rather has refreshed and 
relaxed him. He has made the delay 
work in his favor, rather than against 
him. 


Brass to Meet at N. Y. 
A meeting of the executive commit- 

tee of the Million Dollar Round Table 

has been called by Chairman W. 


Earls, general agent of Mutual Benefit 
Life, Cincinnati, for Nov. 10 at the 


Waldorf-Astoria in New York. The 
program committee will meet the fol- 
lowing day, and the nominating com- 
mittee Nov. 12. 





SALES MEETS 


L. & C. Regionals Held 


Twenty-eight district managers and 
state supervisors of Life & Casualty at- 
tended regional conferences at Birming- 
ham in October. Speakers were Guil- 
ford Dudley, Jr., president; J. P. Byrne, 
agency vice-president; C. M. Herron, 
vice-president and manager Mississippi 
Valley division; Harry E. Nelson, sales 
promotion director; Emmett Russell, Jr., 
vice-president, and Arnold Anderson, 
associate actuary. 


Record Squab Club Meet 


Squab Club, first-year production club 
of Mutual Benefit Life, will convene for 
a record 39 freshmen producers at New 
York City, Nov. 5-7. 

Robert W. Condon of Richmond, the 
club’s first leader in lives, volume, and 
commissions, will be featured speaker. 
Talks will also be given by William A. 
Ewing of Pittsburgh, and Alfred H. 
Gardner, Jr., Indianapolis. 


Bankers Mutual Has Rally 


Bankers Mutual Life held a two-day 
sales congress at Freeport, IIl., for top 
producers from Illinois, Michigan and 
Missouri. 

Guest speakers were E. W. Wohlge- 
muth, secretary of Rough Notes; Dawn 
A. Smith, Equitable Life of Iowa, Rock- 
ford, president of Illinois Assn. of Life 
Underwriters, and Kenneth R. Bentley, 
Northwestern Mutual Life. 

Home office men on the program were 
G. C. French, president; Louis Fauser, 
vice-president; Marvin F. Burt, secre- 
tary and counsel, and Dr. J. M. Linden, 
medical director. The Frank Boettger 
movie “How I Raised Myself from Fail- 
ure to Success in Selling,” was shown. 
The home office staff attended the con- 
cluding banquet. 


Mass. Mutual Ends Course 


Massachusetts Mutual has concluded 
a 10-day training course for 30 pro- 
ducers averaging one year in the busi- 











ness. Sales for the group averaged 
$269,112. 


The course was directed by Charles 
H. Schaaff, vice-president. Instructors 
were C. Lowell McPherson, director of 
training; James J. Bergen, training 
supervisor; William B. Ferguson, agen- 
cy assistant, and J. Walter Reardon and 
Robert W. Johnston, training assistants. 





Orient New Producers 


Provident Mutual Life has concluded 
its first two-day orientation school for 
32 new agents with above average pro- 
duction in their six months. 

Sessions included talks by President 
M. Albert Linton; Andrew J. Davis, 
vice-president; Thomas A. Bradshaw, 
vice-president and general counsel: L. 
C. Ashton, vice-president and secretary; 
DeLong H. Monahan, financial vice- 
president, and other executives. 








Named Agency Assistant 


Ohio State Life has named Paul S. 
Gilbert agency assistant. Mr. Gilbert 
was formerly with Lincoln National Life 
at Columbus, O. He entered the busi- 
ness with that company in 1950. He 
is a graduate of Ohio State University. 


Pyramid Rewards Sales Aces 


Pyramid Life, concluding its 27th an- 
niversary sales campaign, awarded vaca- 
tion trips to Catalina Island for its two 
top producers, and New Orleans trip 
for the next three leaders. Production 
for the campaign totaled $3,170,802. 





Merge Lincoln Nat, 
Reliance Sales Arms 


(CONTINUED FROM PAGE 1) 





—_ 
signed to each branch to help in the 
change-over. 

Certain Lincoln National underwrit. 
ing rules have been revised so as to 
minimize adjustments that will have to 
be made by Reliance agents. For ey. 
ample, the company will issue five and 
ten-year term policies to substandard 
risks, up to table C. Also, three policies 
have been added. In addition, Lincolp 
National is entering the commerciaj 
accident and sickness field and will haye 
two series of policies, one closely fg}. 
lowing Reliance plans. The other is sim. 
ilar to contracts issued by. other life 
companies which recently entered this 
field. Lincoln National began Writing 
A. & H. about a year ago and at that 
time identical policies were ‘introduced 
by Reliance. tf 

Lincoln National is assuming present 
contracts of Reliance agenfs, but will 
substitute Lincoln National contracts if 
desired. Group benefits will be avail. 
able to the Reliance field force. 

Mr. Lamar started with Reliance 
about 30 years ago as an agent at 
Auburn, Ala. In 1925 he was named 
manager at Jacksonville, Fla., and in 
1936 superintendent of agencies of south- 
ern division at Atlanta. He was ad- 
vanced to superintendent of agencies 
in 1946 and was elected vice-president 
in 1950. 

Starting with Reliance as an agent at 
San Francisco in 1927, Mr. O’Connor 
Was appointed manager at Portland, 
Ore., the following year, was transferred 
to Cincinnati as manager in 1935, and 
in 1945 went to Houston as home office 
supervisor. The following year he was 
made assistant superintendent of agen- 
cies and in 1950 was named assistant 
vice-president. He is a past president of 
Life Underwriters Assn. of Oregon, and 
served twice as president of Cincinnati 
General Agents & Managers Assn. 

Mr. Rawles joined Reliance at Chi- 
cago in 1932, becoming national director 
of training in 1947 and assistant super- 
intendent of agencies in 1950. 

Mr. Tomlinson joined the company as 
an agent in 1920, was appointed super- 
visor in Florida in 1921, and Alabama 
manager three years later. Mr. Savage, 
with the company 36 years, was made 
manager of the seaboard department at 
Baltimore in 1921. Mr. Troop has been 
manager of the great northern depart- 
ment at Minneapolis since 1937. 


McCarty Says Section 213 
Retards Companies’ Growth 


(CONTINUED FROM PAGE 9) 


ahead of his agents’ education; help the 
agent keep solvent; discourage indebt- 
ness to the general agent; be a good 
example to the agent; be available when 
the agent needs him. “It may be inter- 
esting to you to know that your agents 
are unhappy about the time you spend 
in brokerage solicitation,” he said. 

Mr. Marsh was elected president of 
the Alumni Assn. to succeed Mr. Florer. 
Mr. Wallis was named. vice-president. 
and L. Kent Babcock, Jr., Philadelphia 
general agent of Aetna Life, secretary. 

Elected to the executive committee 
for the coming year were Mr. Bab- 
cock, William Eugene Hays, New Eng- 
land Mutual, Boston; Ben Simon, Lin- 
coln National, Norfolk, Va.; A. J. Jo- 
hannsen, Northwestern Mutual, New 
York; Paul L.  Guibord, Connecticut 
Mutual, New York. 


Chicago Assn. Regionals 
Held in Three Sections 


(CONTINUED FROM PAGE 4) 
the fact that in business insurance, just 
as in personal insurance, we are selling 
needs, the problem becomes the same— 
find the need and sell it. He continued 
that there are certain advantages, how- 
ever, in the business insurance market, 
not to be found elsewhere, naming as 
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gome of them the larger policy usually 
written, the lack of overcrowding in 
this field, and the receptiveness of the 
pusiness man to listen to anything af- 
jecting his life work and ambition. As 
ig the New York Life film, he also 
commented on the tremendous import- 
ance of being prepared for the first 
approach and calling in a competent 
gttorney tO prepare the buy and sell 


agreement. 


Data Asked on Tax, 
Expense Distribution 


(CONTINUED FROM PAGE 1) 
describe the method in an appendix to 
its reply and key its replies on the indi- 
vidual statement items or subdivisions 
thereof to the method described in the 
appendix. 

Companies are asked to furnish a sep- 
arate statement of the meaning of the 
term “direct” in connection with direct 
allocations. 

Comes at Crowded Time 


The companies anticipate no difficulty 
in filling out the questionnaires except 
for the extra burden it puts on_per- 
sonnel who will have the job of filling 
out the forms. These persons are in the 
peak period of their year’s work, work- 
ing up the “prorate” figures to be em- 
ployed in allocations for 1952 expenses. 
It is impossible to transfer the question- 
naire job to any others in the company, 
since it is a complex, technical matter 
and must be handled by those most 
familiar with it. 

As with the first questionnaire, com- 
pany people have sat in with department 
technicians in working out the questions 
to be asked. The department people 
have exhibited a willingness to listen to 
company suggestions for making most 
effective use of the questions and avoid- 
ing those that could produce results of 
scant significance or would involve work 
for the company staffs and the depart- 
ment personnel out of all proportion to 
any benefits that could conceivably be 
forthcoming. 

Department experts have also shown 
a disposition to appreciate that uniform- 
ity can often produce inequity, since 
each company must proceed according 
to its contracts, which are not the same 
for all insurers. 


Actuaries Elect Burton 


The new Seattle Actuarial Club has 
elected Russell C. Burton of New 
World Life, president, and Stuart Rob- 
ertson, consulting actuary, secretary. 
Monthly meetings are planned. 


William G. Henderson, home office 
underwriter for Connecticut Mutual Life 
at Hartford, has retired after more than 
50 years with the company. Mr. Hend- 
erson joined the actuarial department in 
1902. Following service in the policy 
department, he became an underwriter 
in 1936. 

















G. D. Brooks, vice-president in charge 
of investments of National Life & Acci- 
dent, served on a panel at the Mortgage 
Bankers Assn. of America convention at 
Chicago. 


Harry P. Perkins has been elected 
to the board of United Fidelity Life. He 
is president of Perkins Dry Goods Co., 
which has stores throughout the south- 
west. 





LEGAL RESERVE FRATERNALS 





Examinations Completed 
on Two Polish Fraternals 


The Illinois department, on behalf of 
N.A.I.C., has completed its examination 
of Polish National Alliance, Chicago. 

Chief officers of Polish National are 
C. Rozmarek, president; A. S. Szczer- 
bowski, general secretary and 
Tomaszkiewicz, treasurer. Assets as of 
the end of the examination period, which 
covers the period from 1947 to Dec. 31, 
1950, were reported as $56,333,511. 

Although the report said the society 
had given consideration to previous 
criticisms and that appropriate modifi- 
cations were made or in the process of 
being made since the filing of the last 
previous report of examination—July 1, 
1943, to June 30, 1947—it noted that 
in general the accounting records of 
the society are inadequate to comply 
with the dictates of the annual state- 
ment. i 

The Illinois department ordered in 
filing the report that the society cor- 
rect its accounting methods and pre- 
pare its annual statements in conformity 
with Section 133 (1) of the Illinois in- 
surance code; operate within the pro- 
visions of its bylaws and abide by the 
mandates of its convention; properly 
reflect liabilities which were found to 
be inadequately computed, or which 
were unreported in the annual state- 
ment; and ... since certain filing orders 
issued following the last previous exami- 
nation were obeyed in part only... 
give particular attention to the direc- 
tives of the current report of examina- 
tion in which criticisms are restated. 

An examination report was also sub- 
mitted for Polish Women’s Alliance of 
America, Chicago. The period covered 
was from July 1, 1947, to Dec. 31, 1950. 

The findings of the examiners, as 
summarized, stated that the cash posi- 
tion of the society appears adequate. 
Assets were given as $11,434,549. 

Chief officers of Polish Women’s Al- 
liance are Adela Lagodzinska, president; 
Mary A. Porwit, general secretary, and 
Leokadia Blikowska, treasurer. 

In filing the report, the Illinois depart- 
ment ordered that the society be gov- 
erned by the following: 

The society must adjust its portfolio 
of municipal bonds to conform to the 
percentage of limitations of Section 125 
of the Illinois insurance code (subse- 
quent to the date of this examination 
a majority of this excess was reduced); 
the amortization of bonds must be com- 
puted to the year end rather than to 
coupon dates, and the society shall make 
a concerted effort to locate the benefi- 
ciaries of the fund “benefits held in trust 
for minor beneficiaries.” 





Ga. Congress Has Rally 


Georgia Fraternal Congress has con- 
cluded its annual convention at Atlanta. 
O. Lee White, Atlanta attorney, presi- 
dent of the congress, presided. 


Gleaner Life Appoints Held 


Gleaner Life has appointed William F. 
Held to the supreme council to fill the 
unexpired term of William Wright. 

Mr. Held joined the society in 1934. 
The following year, he was named dis- 
trict manager for Ohio, and transferred 
to Indiana in 1942. He became a super- 
visor in 1948. 

Mr. Held is a member of the execu- 
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tive council of the Indiana Fraternal 
Congress, and a past president of the 
congress. 


Indiana Fraternals Meet 


Indiana Fraternal Congress heard 
talks by Eber Spence, vice-president of 
American United Life, and Alex 
Clark, mayor of Indianapolis, at a two- 
day convention at Indianapolis. Drill 
exhibitions were given by units of 
Woodmen Circle and Royal Neighbors. 








William H. Zuehlke, Jr., assistant 
treasurer, Aid Assn. for Lutherans, Ap- 
pleton, Wis., will speak on “The Func- 
tio nof Insurance and Savings Institu- 
tions” at the second panel session of 
the American Finance Conference’s an- 
naul meeting to be held at Chicago, Nov. 
6 and 7. 








Hugh Bell, general agent for Equi- 
table of Iowa at Seattle, discussed 
“Why Be an Underwriter,” at the first 
fall meeting of Seattle managers. 








Convention Dates 





Nov. 17-21, L.1.A.M.A. annual meeting, 
Edgewater Beach hotel, Chicago. 

Dec. 7-11, National Assn. of Insurance 
Commissioners, midyear, Hotel Commo- 
dore, New York City. 


Dec. 9-10, Life Imsurance Assn. of 
America, annual, Waldorf-Astoria hotel, 
New York City. 


Dec. 11, Institute of Life Insurance, 
annual, Waldorf-Astoria hotel, New 
York City. 


Dee. 29-30, American Assn. of Uni- 
versity Teachers of Insurance, Morrison 
hotel, Chicago. 


Managers’ Advisory Group 
of Conn. Mutual Has Meet 


The general agents advisory commit- 
tee of Connecticut Mutual met at the 
home office. This committee gives a 
representative group of six general 
agents the opportunity to meet period- 
ically with management to discuss mat- 
ters affecting the home office and field. 

Chairman is Melzar C. Jones, Los 
Angeles. 


Set N.Y.C. Meet for Nov. 13 


Surrogate Dutcher of Bergen County, 
N. J., will address the educational meet- 
in gof New York City Life Underwrit- 
ers Assn., Nov.M 13. . 

He will deal with mistakes made in 
preparation and execution of prepared 
wills, appointment of legal guardians 
for minor children, and the fallacy of 
permitting oneself to die without a will. 
Se question and answer period will fol- 
ow. 








Edward T. Peterson has been appoint- 
ed supervisor of the State Mutual Life 
Buffalo agency headed by John Pen- 
nington. Mr. Peterson joined State Mu- 
tual three years ago. He is a former. 
basketball star for the Syracuse Nats 
in the National Basketball Assn. 


The newly formed Life of Alabama 
which has its headquarters at Gadsden, 
plans orginally to write credit and ordi- 
nary life insurance. The charter is so 
drawn as to enable the company to write 
all forms of ordinary, group and A. & H. 
as well as credit coverages. It is the 
company’s intention eventually to be- 
come a multiple line insurer, offering 
all types of insurance. 

Initial organizers of the company are 
leading business and professional men in 
Etowah and Calhoun counties. All of 
the directors are Alabamans. C. W. 
Daugette, Jr., is president. 
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the relationship between 


the Company and its policyholders 
and Field Force. 
has been built on: 
1. A purely mutual operation. 
A General Agency foundation. 
Net level premium reserves. 
4. Very low net cost. 
5. A strong surplus. 
6. Flexible settlement options. 
Its stable territory: 


This relationship 


IH. . Ind. . la. . Mich. . Minn. . N.D. . Ohio . Wash. . Wis. 
N.Y. . Conn. . Me. . Mass. . N.H. . N.J. . Po. - RI, . Vi. 


Exceptional Field Opportunities available... 
Write to the Agency Secretary. 
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Home Office: 135 South La Salle Street, Chicago 3, Illinois 
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Sylvan S. Patton, formerly manager 
for Midwest Life at Grand Junction, 
Col., has been transfered to the eastern 
Iowa territory, with headquarters at 


Iowa City. 
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WRITER MAKES COMPARISON 





Metropolitan Found to Give Tenants More 
for Their Rent Than N. Y. City’s Projects 


After comparing housing projects op- 
erated by the Metropolitan Life and 
those operated by the New York hous- 
ing authority, Jessyca R. Gaver con- 
cludes that the tenants in the privately 
run housing receive more for their 
money. 7 

Mrs. Gaver writes in the magazine 
U. S. A., published by National Assn. 
of Manufacturers, that “the nation’s 
taxpayers may well wonder whether it 
would not be better to give those who 
require housing assistance the financial 
help they need in cash and let smooth, 
efficient private organizations do the 
actual building and running of the 
projects.” 


Metropolitan Wins on All Points 


Mrs. Gaver evaluates the construction 
costs, the taxes paid, the services of- 
fered in the Metropolitan housing proj- 
ects against those of the “non-subsi- 
dized” housing operated by the city 
authority. On each point she feels that 
the Metropolitan project is superior. 

Rent at the city’s “no cash subsidy” 
projects for a 4%-room apartment is 
$73 a month, on the average, as against 
rentals of from $62 to $74 for compar- 
able apartments in Parkchester and 
from $62 to $87 in Stuyvesant Town. 
Utilities are included in all instances. 

Metropolitan’s annual taxes on its five 
housing communities approach $3% 
million. On the other hand the hous- 
ing authority pays some $225,000 less in 
taxes each year. 


Pays More on Fewer Units 


“The Met pays more than the autho- 
rity, on fewer units of what is primarily 
planned as a private enterprise to net 
a profit return,” Mrs. Gaver writes. 
“Authority’s no-cash-subsidy projects 
though nonprofit are supposed to be 
self-supporting but still need certain 
city concessions.” 

If the city were to imitate the Met- 

ropolitan’s housing projects in the mat- 
ter of room sizes, closet space, flooring, 
quality of construction and equipment, 
and standard of maintenance and serv- 
ice, Mrs. Gaver writes that the city 
rentals “would have to be increased far 
in excess of what Stuyvesant Towners 
pay.” 
In the city projects, elevators either 
stop at every other floor, or there are 
two elevators in a building, one stopping 
at the odd-numbered floors, one at the 
even-numbered floors. In almost all the 
Metropolitan projects, the elevators stop 
at every floor. 


City’s Flooring Inferior 


Flooring in the city projects is asphalt 
tile, and the author accuses the city of 
permitting sloppy repairs in many _in- 
stances. In contrast the Metropolitan 
projects have hardwood floors that are 
periodically refinished. , 

Personnel turnover on the city proj- 
ects exceeds that at the Metropolitan 
projects, according to the author. The 
Metropolitan employs 1,500 persons, 
while the city operates with 900 em- 
ployes. Gardeners and laborers double 
as guards during the day at the city 
units. : 

The insurance company projects have 
gardeners, men who do nothing but 
clear the litter from the area, full-time 
porters, and their own police force 
which only calls upon the city policemen 
in emergencies. 
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When it comes to service and repair, 
Mrs. Gaver notes, “Metropolitan service 
and repair people seem able to rise to 
any emergency or need, while city ten- 
ants complain that if the repair seems 
difficult, it is put on an ‘indefinite wait’ 
list, until the tenant has kicked long and 


loud or proves the lack of repair is dam- 
aging the family’s health.” 

Red tape, questionnaires, appeals, re- 
ports on family income, all harass the 
applicant or tenant in the city projects, 
the author writes. 

Metropolitan’s interest in prospective 
tenants extends to their ability to pay 
the rent and to conduct themselves “as 
they should,” according to Mrs. Gaver. 
Also the insurance company projects 
attempt to find larger apartments for 
families whose numbers are increasing. 


Recreation Facilities 


Recreation facilities are available in 
both the public and private projects. 
“The latter permits all the community 
activities its tenants want,’ Mrs. Gaver 
writes, while the former has “a basic 
concern about working people who are 
are underprivileged.” 

Prior to the construction of Stuyvesant 
Town, the area was deteriorating, and 
the assessed valuation of the property 
had fallen. Since the project has been 
developed, the real estate bordering it 
has increased in value some $334 million. 

The city assisted Metropolitan by set- 
ting the tax valuation of Stuyvesant 
Town at the 1943 level for 25 years, 
which means a tax bill of nearly $600,000 
a year, Mrs. Gaver notes. Two other 
important provisions were that Metro- 
politan could petition for rent increases 
when its income fell below 6%, and an 
increase was to be granted when the 
facts had been fully established. 


Luxury for Less 


“In the Metropolitan’s moderate-priced 
housing, where rents are as low or lower 
than the non-subsidized public projects, 
there are luxury touches that sound in- 
credible when compared with city lay- 
outs,” Mrs. Gaver mentions. 

“In Stuyvesant Town, for instance, the 
master bedroom always has two closets 
and every extra bedroom has a closet, 
plus a large linen closet and a large coat 
closet,’ she continues. ‘Metroplitan 
plumbing is all concealed, lighting con- 
sists of wall fixtures and base plugs 
so that the tenants may have their own 
choice of electrical arrangements.” 


Doorless Closets 


Only one closet has a door in the pub- 
lic project, while “a lot of the plumbing 
is exposed and when you ask about the 
limitations in size and equipment for 
the subsidized apartments, you are un- 
officially told that compared with what 
these tenants have known before in slum 
areas, this is real luxury,” she writes. 

Oddly enough the non-subsidized pub- 
lic housing projects have the old string- 
pull, ceiling light fixtures, while the 
subsidized public projects have modern 
push-button switches. Mrs. Gaver says, 
this is an “inequity that nobody can 
explain.” 

Metropolitan projects have gardeners 
whose sole duty it is to care for the 
plants and shrubbery adorning the proj- 
ect. Protecting the lawns, trees and 
gardens from damage is the duty of 
the project patrolmen. In the city proj- 
ects, on the other hand, Mrs. Gaver says 
“thorny growths at spaced intervals” 
are utilized to protect the landscaping. 





Arraign Company Defamers 


CINCINNATI — Three women 
charged with making false and deroga- 
tory statements through the mails over 
a period of some years about the finan- 
cial condition of Union Central Life 
have been arraigned in criminal court. 
They are Miss Anna Lee Talbott, 71; 
her sister, Mrs. Mary Elizabeth Miller, 
73, and her niece, Miss Elizabeth Miller, 
35. 

Miss Talbott, who signed most of the 
letters, withdrew without reservation the 
statements made in the letters and said 
it was not true that she had had any 


romantic association with a former off. 
cial of the company, or that she 
been deprived of a $250,000 policy which 
he had set up for her. No record of such 
a policy or of such an individual aPPears 
in the company’s records. There haye 
been hundreds of letters sent 
through the mails attacking the com. 
pany and the conduct of its official 
since 1940. A trial date has not been 
set. 





New Book Covers Retiremen; 
Problem in Every Respect 


“Ways and Means to Successful Re. 
tirement” by Evelyn Colby and John 
G. Forrest is a rather comprehensiye 
book published in September by D. ¢ 
Forbes & Son, New York, dealing with 
almost every aspect of retirement and 
offering succinct, useful advice in pre. 
paring for retirement and then enjoying 
it. The authors cover the topic ade. 
quately and approach the subject from 
not only the financial side but also from 
the point of view of hobbies and other 
retirement activities. 

The part that insurance plays in re. 
tirement programs is discussed, with 
the prefacing admonition, “Get expert 
advice!” On the matter of insurance, 
the authors say that the principal point 
in buying life insurance is to buy it 
early and save money.” Futhermore, 
they feel that a straight life policy is 
usually the best foundation and suggest 
that the first $5,000 or $10,000 should 
be in that form. In a word of caution 
the authors mention that “although life 
insurance has plenty in its favor, con- 
sideration must be given to the fact 
that it is vulnerable to inflation.” 


Insurance Problems After Retirement 


Insurance problems after retirement 
are also covered. People approaching 
retirement are cautioned that their 
medical insurance may not be conver- 
tible from group to individual member- 
ship. There is also a discussion as to 
how the retired person might establish 
his premium payments so that the 
amount required will easily fit within 
his budget, and at the same time he 
will not have to reduce the amount of 
insurance he maintains. 

The book is described as a practical 
manual; that seems to be an excellent 
description. Less than 250 pages, it 
quickly, appropriately and thoughtfully 
covers the numerous problems concern- 
ing the development of a program for 
retirement and the management of the 
retirement program once it has been 
undertaken. 

Mr. Forrest is business and financial 
editor of the New York Times. Miss 
Colby is credited with traveling thou- 
sands of miles to observe and study the 
economic and social status of persons 
in a community. 


Reeves to Bankers L. & C. 


H. Clyde Reeves, Kentucky revenue 
commissioner, has resigned to become 
vice-president of Bankers Life & Cas- 
ualty, Chicago. 

After attending the University of 
Kentucky, he became director of fe- 
search and statistics in the state revenue 
department in 1936, which was set up in 
that year. Following coast guard serv- 
ice, he became general manager 0 
Louisville Railway Co., returning to his 
state position when E. C. Clements was 
elected governor in 1947. 





Two New Retail Credit Branches 


Retail Credit Co. has opened two new 
offices, one at San Jose with H. A. 
Fitzgerald as manager, and the other at 
Augusta, Ga., with D. W. Wagner as 
manager. 

Mr. Fitzgerald has been with the com- 
pany for 16 years, most recently as man- 
ager at Mexico City. Mr. Wagner, for- 
merly manager at Richmond, Va., has 
been with the company for 10 years. 





General American Life has named 
Samuel D. Young to the board. 
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ell-balanced company is, we believe, a company 


. . whose financial position is strong 
. whose geographical market embraces a 
balance of metropolitan, town and rural 
areas 
. . whose policy contracts include all funda- 
mental coverages... 
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a company 
. whose contributions to its industry have 
been recognized as outstanding 
. . whose growth has been steady and uniform 
. whose size is sufficiently large to assure 
confidence and prestige 
. whose management, nevertheless, has 
never lost the common touch with agent 
and policyholder 
. whose reputation as a friendly company 
has been consistently upheld 


Fidelity is a well-balanced company 
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mail service, the Twin Salesman persua- 
| sively presents Great Southern protection 
to prospects and policy-owners . . . stimu- 
lates their interest in life insurance protec- 
tion for specific purposes...paves the way 


for personal presentations that mean more 





closed cases for Great Southerners. 
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“It’s like having 
the Liberty Bell 


in our living room.” 


















You can’t have the Liberty Bell in your living room 
—but you can bring into your home the freedom, 
security and independence for which it stands. 







Perhaps you don't realize that personal freedom from worry . . . security without 
dependence on family or government .. . financial independence of your own 
making . . . all may be yours through life insurance. 
You can prove it easily by sitting down and talking with a Penn Mutual 
\ underwriter. Chances are you'll be surprised at the variety and flexibility of 
Penn Mutual policies. 
“ : Our mortgage protection policy is one example. Should anything happen to 
‘ie. you before your home is “clear”, this low-cost policy pays off the mortgage... 
S assures your family a comfortable, friendly place to live. 

The Penn Mutual underwriter will show you how to provide for your retire- 
ment . . . get maximum immediate protection at low cost . . . meet other-problems 
affecting your financial independence. And he'll work out a practical, within- 
your-means program to meet your specific needs. . 

After you've talked to him, you'll understand what we mean when we say 
“back of your independence stands The Penn Muitual.”” 
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